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— In answering this letter we explained that literally EVERYTHING 
Mr. E. sold in the process of making $5,528.09 in his first three 
elop- | months with the Franklin was “especially attractive.” Three exclu- 
nable | sive Franklin contracts constituted practically all of his sales during 
ather | that period—and since. 
td 
Here's The Greakdoun... 
e the | Life commissions for the three months (most of them 
on the exclusive President’s Protective Invest- 
ment Plan). .. . - «  « $3,429.27 
Commissions on the Lifetime Disability heen Plan 
(an exclusive Franklin contract) . os « -«® (20R82 
: Commissions on the Guaranteed Life Annuity 
their — (another exclusive Franklin contract) . . . $1,800.00 
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man Perhaps Mr. E. might have done as well without these exclusive 


Franklin contracts. But the fact is that his splendid earnings have 
y the been based almost entirely on these three plans. 


Why not inquire about a Franklin agency franchise. Perhaps in a 
few months we can include you in our alphabet of stars. 


P.S.—Mr. E. is still doing well. Last month his volume totaled $261,700. In the 
a first week of the current menth he sold $200,000 more. - 
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sce Idea Man-— 


Bill Blodgett started with almost everything that makes 
a good salesman—personality, imagination, ingenuity, 
instinct. But for a long time he has made a bare living while 
other men, less favored, have gone farther with less effort. 

Bill’s trouble is ideas . . . He has too many of them, too 
often. Every few weeks he adopts a new one, starts with 
shining confidence, ends in disillusioned fatigue. 

In this day of crowded hours and hard-to-see prospects, no 
sensible salesman ignores successful experience. And planned 
selling, based on successful experience, saves shoe leather, 
heartache and lost opportunities. 

Our own records are evidence enough that planned selling 
pays big dividends to A2tna agents. 

Etna selling plans are not office written, but field worked, 
trial and error tested by thousands of calls in collaboration with 
the Company’s most successful salesmen before they are offered 
to AEtna agents. And the AZtna man who faithfully learns and 
follows the proven programs wastes fewer calls, gets more 
attention and interest, writes more and larger policies than the 


average salesman on his own! 


Essrare Control, for instance, is an invaluable service to every 


policy holder, makes old clients new prospects, converts Group 
holders into individual policy prospects, makes the already insured 
want more insurance. 

The Business Insurance Generator not only shows a business 
man how insurance can be a business asset—but fixes the requisite 
amount of insurance and the program for its use. 

With these two programs, Atna agents today are selling more and 
larger policies than they ever did before. 

We think that planned selling has something to do with the fact 
that the average Life policy in A2tna is in the top brackets. 

But perhaps the most satisfactory thing about Atna sales plans 
is that by intelligent use, every A2tna salesman can sell: himself! 

And what better evidence does any good salesman need? 


ATNA LIFE INSURANCE CO. AFFILIATED COMPANIES: 


The Atna Casualty & Surety Company 
HARTFORD, CONNECTICUT The Automobile Insurance Company 


The Standard Fire Insurance Company 
of Hartford, Connecticut 


THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. 49th year. 
No 48. Friday, November 2, 1945. $3.50 per year (Canada $4.50). 20 cents per copy. Entered as second-class matter, June 9, 1900, at the post office at Chicago, IIl., under Act of March 3, 1879. 
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Medical Research 
fo Start with 
3 1-2 Million Fund 


Linton Reports on Project— 
143 Life Companies 
Are Cooperating 


Completion of the organization of the 
Life Insurance Medical Research Fund 
with membership of 143 life com- 
panies and funds of more than $3,500,000 
in prospect over the next six years, was 
announced by M. Albert Linton, presi- 
dent Provident Mutual Life, chairman 
of the joint committee of the American 
Life Convention and the Life Associa- 
tion of America, charged with the estab- 
lishment of the cooperative research 
project. Annual contributions to the 
fund amounting to $578,000 are the 
equivalent of the income at 3% of an 
endowment fund of $19,000,000. — 

To fill the post of scientific director, 
Mr. Linton said, it is planned to enlist 
the services of a recognized leader in 
the field of medical research. As soon 
as the selection has been made head- 
quarters will be established for the fund 
and consideration of the grant of funds 
will begin. 


Concentrate on Heart Diseases 


At the outset, the fund will concen- 
trate on research covering diseases of 
the heart and arteries with the pur- 
pose of supporting existing institutions 
in conducting fundamental research in 
this field. The extent of the contribu- 
tion which the fund will be equipped 
to make in this field is evident from the 
fact that the annual monies at its dis- 
posal will be more than 2% times the 
aggregate annual grants from founda- 
tions for research in these diseases. 

Funds will also be allocated to sup- 
port men in research who without this 
aid would be unable to enter the re- 
search field. These men will be called 
life mMsurance medical research fellows. 
Some of them will come from the armed 
forces, men who completed their med- 
ical studies and internships, but will be 
unable to return to research activities 
unless aided in this way. 


Primary Importance 


“Research into the diseases of the 
heart and arteries has been chosen as 
the first field for attention by the 
fund,” Mr. Linton explained, “because 
of its primary importance to the public 
and to life policyholders. These dis- 
eases are the primary cause of death 
inthe U. S. Records show that they are 
responsible for nearly one-third of all 
policyholder deaths while, for the popu- 
lation as a whole, they cause approxi- 
mately 400,000 deaths annually. During 
the 314 years of the war, deaths in the 

from diseases of the heart and 
arteries numbered nearly 1,400,000, 
which compares with combat deaths in 
all branches of the armed forces of 
272,000. 

“Diseases of the heart and arteries 
are the number one killer, but even 
More important is the fact that’ more 
than 150,000 people in the U. S. be- 
tween the ages of 20 and 64 die each 
year from these diseases. This is the 
area in which research into the basic 
Causes should be most effective in re- 
ducing the death rate. It is significant, 
too, of the need for research in this 
field that the amount expended for re- 

(CONTINUED ON LAST PAGE) 


Griffin Lovelace 
Is Retiring; With 
N. Y. Life 42 Years 


Griffin M. Lovelace, New York Life 
vice-president in charge of sales educa- 
tion, sales literature, advertising and 
publicity, is retiring after 42 years of 
service. 

Mr. Lovelace started as an agent in 
1903, shortly thereafter being named 
agency organizer, and later agency di- 
rector in Paris, France. 

Mr. Lovelace helped to organize the 
life insurance training course at the 





LOVELACE 


GRIFFIN M. 


Carnegie Institute in Pittsburgh and 
later started a similar course at New 
York University, New York City. At 
both of these institutions he lectured 
on life insurance subjects. He is widely 
recognized as a pioneer in the field of 
life insurance education; developed, 
wrote and taught the first course in life 
insurance needs and was the first to 
use the case method and the program as 
a basic method in training agents. 

Mr. Lovelace is the author of a num- 
ber of books on life insurance, published 
by Harper & Brothers, the best known 
among which are “Life Insurance Fun- 
damentals,” “Analyzing Life Situations 
for Insurance Needs” and “The House 
of Protection.” He has also written 
the “Nylic Educational Course” for the 
training of New York Life agents. ° 





Plan Reunion Dinner of 
Bureau Companies Nov. 14 


There will be a reunion dinner of 
companies which are members of the 
Sales Research Bureau and have less 
than $150 million, ordinary in force, in 
the Edgewater Beach hotel Nov. 14 in 
connection with the joint annual meet- 
ing of the Research Bureau and Life 
Agency Officers. 

Morton Boyd, president of Common- 
wealth Life, is chairman. 


N.A.LC. Committee Changes 


A number of changes have been made 
in committees of the National Associa- 
tion of Insurance Commissioners since 
the official list was printed recently. 

Allyn of Connecticut succeeds Dineen 
of New York as chairman of the life 
committee, but Mr. Dineen remains as a 
member of that committee. 

Butler of Texas succeeds John Holmes 
of Montana as chairman. of the taxation 
committee, Mr. Holmes having resigned 
as commissioner. 





Research Bureau, 
A.L.A.O. Merger 


Plans Perfected 


HARTFORD—Members of the Sales 
Research Bureau and Association of 
Life Agency Officers will vote next 
month on a proposal to merge the two 
organizations in an attempt to avoid du- 
plication of effort and to coordinate 
more effectively their many activities, it 
was learned this week. 

The merger has already been unani- 
mously approved by the executive com- 
mittee of the bureau, and voting on the 
proposal will take place at the afternoon 
session of the annual meeting Nov. 13 at 
the Edgewater Beach Hotel, Chicago. 

Purposes of the consolidated organi- 
zation for which the name Life Insur- 
ance Agency Management Association 
has been suggested, are to provide 
sound, progressive leadership in agency 
management and to advance the cause 
of life insurance; to uphold high prin- 
ciples in the conduct of the business; to 
promote cooperation with other life in- 
surance organizations; to initiate and 
conduct research to improve agency 
management and field organizations; to 
collect and disseminate information on 
the distribution and servicing of life in- 
surance; and to promote any other ac- 
tivities considered of public benefit in 
agency management operations. 





Joint Tax Services 
to Be Issued by 


A.L.C.-L.LA.A. 


The American Life Convention and 
Life Association of America are enter- 
ing into another cooperative enterprise 
in form of a premium tax service, Robert 
L. Hogg, manager and general counsel, 
reported at the American Life Conven- 
tion meeting in Chicago. This will re- 
place the A. L. C.’s tax coordination 
service. Another joint service will cover 
information at source and withholding 
under the federal income tax law. It 
will be in loose-leaf form. Drafts of the 
text have been submitted to companies 
and it is now ready for publication. 

To assist companies in overcoming 
difficulties with the filing and approval 
of policy forms in various states, A. L. C. 
is considering the compilation of a 
loose-leaf manual on the preparation of 
policy forms. 

For some months the bulletin services 
sof the A. L. C. and the Life Association 
have been in process of consolidation 
and the joint project will be underway 
before the first of the year. It is advis- 
able to devise an equitable arrangement 
to finance these joint projects, Mr. Hogg 
pointed out. He suggested a separate 
joint budget on a pro-rata basis. 





Name Publicity Group 
for N.A.LC. Meeting 


The publicity committee for the Grand 
Rapids conventions of the National As- 
sociation of Insurance Commissioners 
has been set up by Frank Whitwam, 
manager of the Grand Rapids conven- 
tion bureau who is chairman of that 
committee. The convention is set for 
Dec. 2-5. 

Vice chairman is R. J. Walker of 
Standard Accident, and the other mem- 
bers are K. L. Wright, Michigan Mutual 
Liability; Elmer Salzman, Detroit Asso- 
ciation of Insurance agents; William 
Palmer, West Michigan Tourist & Re- 
sort Association; Waldo Hildebrand, 
Michigan Association of Insurance 
Agents. 


Claris Adams New 
American Life 
Convention Head 


Succeeds Laurence F. Lee 
—First Post-War Meeting in 
Chicago Is Notable Event 


Claris Adams, president of Ohio State 
Life, this week was elected president of 
the American Life Convention at its an- 
nual meeting at the Edgewater Beach 
hotel in Chicago. Mr. Adams is the sen- 
ior member of the executive committee 
and as such he moved up to the presi- 
dential office. He was formerly secre- 
tary of the organization when it was lo- 
cated at St. Louis. He preceded Byron 
K. Elliott, now general counsel of John 
Hancock Mutual Life, both coming from 
Indianapolis. Mr. Adams is one of the 
orators of the organization and on the - 
platform his wonderful talent as a 
speaker is often manifest. 


Lee Has Made Notable Record 


Laurence F. Lee, president of Penin- 
sular Life of Jacksonville, Fla., and Oc- 
cidental Life of Raleigh, N. C., retires 
after a year of wonderful devotion to 
the A.L.C. It has been a year of great 
problems. Mr. Lee has given generously 
of his time, money and energy to the 
work. He has been in Chicago many 
days. The fact that the A.L.C. inaugu- 
rated a new general counsel and general 
manager, Robert L. Hogg, meant some 
readjustment. Mr. Lee and Mr. Hogg 
have worked as a team in the organiza- 
tion. A. N. Guertin also became actu- 
ary of the A.L.C. and there were a num- 
ber of changes that meant added work 
in getting the machinery fully adjusted. 

Mr. Lee was elected a member of the 
executive committee, succeeding W. C. 
Schuppel, president Oregon Mutual Life, 
who had served on the committee two 
years after being president. S. J. Hay, 
president Great National Life of Dallas, 
and R. B. Richardson, president West- 
ern Life of Montana, were reelected to 
the executive committee. A. T. Maclean, 
Massachusetts Mutual, is a new member. 

A large contingent arrived Tuesday. 
There were executive committee meet- 
ings and those of other groups. The 
Edgewater Beach Hotel was crowded to 
the roof. President W. M. Dewey and 
his associates had to make some sudden 
and rapid changes when the convention 
ban was removed. At first it was ar- 
ranged to have a small conference at 
which about 150 were expected. A sort 
of skeleton program was arranged. 
When the ban was lifted, a change in 
program was made and the doors were 
thrown open. At once the hotel was 
besieged with applications for rooms. _ 

There were two notable features this 
year, first the absence of Section meet- 
ings and the introduction of forum dis- 
cussions in the regular program. There 
were fewer set speakers. 

President G. L. Harrison of the New 
York Life, who was scheduled to speak 
at the first session, was tnable to be 
present due to a major assignment at 
Washington regarding atomic bomb. 
Mr. Harrison was prominent in the plans 
leading to the perfection of the bomb. 
Conventioneers had anticipated a very 
interesting talk. 

Insurance Commissioner J. M. Mc- 
Cormack of Tennessee, who was to 

(CONTINUED ON PAGE 17) 
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Dangers, Needed 
Changes in $$ 
Outlined by Linton 


, Base Needs Extending; 
Some Changes Proposed 
Are Dynamite 
Some of the things. that should be 


done with the government’s social se- 
curity program and some things that 


should not be done were outlined in a 


talk before the insurance group of the 
Union League Club at Chicago by M. 
Albert Linton, president of Provident 
Mutual Life, and one of the keenest 
students of the social security question 
in the country. C. M. Cartwright, edi- 
tor of THE NATIONAL UNDERWRITER, 
presided and introduced distinguished 
guests, including Robert L. Hogg, man- 
ager of the American Life Convention 
and A. N. Guertin, its actuary; Isaac M. 
Hamilton, chairman of Federal Life; 
H. Kennedy Nickell, Connecticut Gen- 
eral, president of the Chicago Life Un- 
_derwriters Association; Willard Ewing, 
general agent of Provident Mutual, and 
Earl Schwemm, Great-West Life. 
There should be vigorous efforts in 
the field of prevention, Mr. Linton rec- 
ommended, both private and governmen- 
tal. The public health service should 
be extended. There remains a vast 
amount to be done in sanitation, housing 
and recreation; in education regarding 


nutrition ; in diagnosis of disease, and in 
education of people to use available 
facilities. 


He recommended further that there 
be better care for lower income groups. 
They cannot pay adequately under any 
system, he said. The social security 
system should be extended to areas not 
now properly served, he said. Arrange- 
ments for the care of the aged poor 
should be improved, and old age bene- 
fits should be supplemented in the case 
of illness. 

Give the Blue Cross hospital service 
plans a full opportunity to continue 
their rapid growth, Mr. Linton recom- 
mended. Approximately 20 million are 
now covered under these plans, they are 
going strong and are working on im- 
provements. Voluntary prepaid medical 
care plans should be encouraged, he said. 
This is a coming development and it fits 
modern scientific achievements, he 
added. 

The setting up of health centers should 
be encouraged, centers with laboratories 
and other precision instruments and an 
available staff of specialists. These 
diagnostic centers would not replace 
the general practitioner. On the 
contrary, they would be of great aid to 
them. They would keep general prac- 

(CONTINUED ON PAGE 16) 





Carroll M. Shanks (left), executive vice-president, greets Charles Edison, former 
New Jersey governor, while President Franklin D’Olier (center) looks on at Pruden- 
tial’s 70th Sraarrs ta teil gathering in Newark. Over 500 attended. 








B. s. Pauley Cisai 
Northern Actuary 


Barton S. Pauley has been named 
vice-president and actuary of Great 
Northern Life. He recently returned to 
civilian life after having spent two years 
in the southwest Pacific as communica- 
tions and operations officer on LST divi- 





BARTON 8S. PAULEY 


sion and group staffs. He was a lieute- 
nant. 

Before entering the navy he had been 
in the underwriting department of Lin- 


coln National Life doing actuarial un- 


Executives Praise 
Institute Program 


NEW YORK—Following his official 
report on the condition of the organiza- 
tion, Secretary Hardy of the Insurance 
Institute of America at its annual meet- 
ing made a plea for more funds. During 
the war the Institute naturally lost many 
students. Mr. Hardy said there has 
been a gradual dying out of educational 
societies except in some larger cities. He 
pointed out that courses such as those 
offered by the Institute or the Insurance 
Society of New York are of greater 
value than educational programs where 
students are inclined to specialize in one 
branch and do not get a rounded out ed- 
ucation in insurance. 


Richardson Speaks 

Frederick Richardson, chairman of 
General Accident, who is visiting in this 
country, spoke at the luncheon. 

President J. A McLain of Guardian 
Life of N. Y., who succeeded President 
John J. King, Hooper-Holmes Bureau, 
as head of the Institute, paid tribute to 


Mr. King and said that life insurance 
people have long called him “King 
John.” Mr. McLain expressed his great 


interest in the work of the Institute and 
said it has a real job in preparing service 
men for a return to insurance. 








derwriting of sub-standard risks. 

He attended Cornell College and grad- 
uated at Northwestern University in 
1930. He then studied actuarial science 
at the University of Iowa. He joined 
Lincoln National in 1931. He is a fel- 
low of the Actuarial Society of America 
and American Institute of Actuaries. 

Mr. Pauley is the son of C. O. Pauley, 
secretary of Great Northern Life. 





The five divisional superintendents of agencies of Mutual Life met with home office executives to discuss post-war 
plans. 
From left to right: Alexander E. Patterson, executive vice-president; Ward Phelps, director of training; B. F. Granquist, 
assistant superintendent of agencies; Stanton G.. Hale, assistant superintendent of agencies; Harry B. Cadwell, superin- 
tendent of agencies for the western division; Lewis W. Douglas, president; Ben H. Williams, superintendent of agencies 
for the central division; Roger Hull, vice-president and manager of agencies, and D. D. Briggs, superintendent of agencies. 


Commissioners 
Again Plow Into 
Federal Issues 


Take Up Interstate 
Rating and 4 Acts Subject 
to Moratorium 


At the insistence of the industry rep- 
resentatives the lid of secrecy was 
clamped on the discussions this week 
before the federal legislation committee 
of the National Association of Insur- 
ance Commissioners at Chicago. The 
committee went into session Monday 
morning with the intention of keeping 
at it four days. That means a six-day 
hitch for several of the group, as the 
Forbes committee on interstate rating 
had held forth the preceding Saturday 
and Sunday. 

Harrington of Massachusetts, chair- 
man, and other members of the federal 
legislation committee intended that the 
sessions be in the open, but they yielded 
to the desires of the industry group, 

The all-industry committee submitted 
the reports of its subcommittees on the 
impact upon insurance of the Sherman, 
Robinson-Patman, Clayton and federal 
trade commission acts and legislative 
proposals in connection therewith. 


Reasons for Secrecy 


Publicity was eschewed by the indus- 
try people because the subcommittee re- 
ports are still tentative, they have not 
been ratified by the executive or other 
comparable steering committees of the 
constituent associations. They argued 
that publicity at this time might cause 
resentment on the part of member com- 
panies that had not yet been supplied 
with copies of the reports and might 
militate against getting ratification. 
There are delicate situations involved, 
they said, and if disagreements that 
still exist were aired at this juncture, 
it might jeopardize the entire program, 

Harrington argued that, even though 
tentative, the substance of the reports 
and the discussion, should be disclosed 
to indicate the progress that has been 
made up to this point. 

The all-industry committee is sehed- 
uled to hold another meeting at Chicago 
Nov. 26-27 and upon being polled by 
Harrington, the representative of nearly 


‘everyone of the associations that make 


up the committee virtually guaranteed 
that his unit would furnish its final an- 
swer by that time. The Sherman act 
subcommittee is meeting at Chicago 
Nov. 2-3. 

Attending the sessions were six mem- 
bers of the Massachusetts legislature on 
the interim committee to study the 
insurance problem and the secretary of 
that committee, Joseph A. Humphrey. 
Also six members of a similar South 
Carolina committee, Senator Bidwill, 
chairman of the Illinois committee, Sen- 
ator McBride, chairman of the California 
committee. By Tuesday afternoon only 
one of the solons was to be seen in the 
room. 

Throughout both the Forbes and 
Harrington committee meetings there 
was evidence of impatience on fhe part 
of commissioners and a feeling on the 
part of some of the industry group that 
they were being unduly rushed. Har- 
rington particularly insisted that the 
time had arrived to fasten on final an- 
swers, especially since certain legisla- 
tures are meeting in 1946. The indus- 
try people, on the other hand, point 
out that there are only four legislatures 
that meet in 1946 that do not also meet 
in 1947 and those four could be called 
into special session in 1947. It will be 

(CONTINUED ON LAST PAGE) 
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Managers Must 
lake More Personal 
Responsibility 


V. B. Coffin of Connecticut 
Mutual Talks Frankly 
at N. Y. Meeting 


NEW YORK—In the period ahead 
general agents and managers will need 
to take personal responsibility for re- 
cruiting, training and supervision to a 
far greater extent than they have in the 
past, Vincent B. Coffin, vice-president 
and superintendent of agencies Connecti- 
cut Mutual Life, told the’ New York 
City Life Managers Association at its 
conference on post-war problems. 


L. W. S. Chapman of the Sales Re- 
search Bureau emphasized that in the 
next 25 years the manager must be a 
competent technician, a good trainer, 
knowing that if the agent has not 
learned, 


the manager has not taught. 





L. W. S. Chapman Vv. B. Coffin 


Stuart Smith, manager Connecticut Gen- 
eral Life, Philadelphia, urged the de- 
sirability of having a system applicable 
to all operations of the agency, saying 
that the public’s demands for service are 
such that it is beyond the capacity of 
any man to give this service and still 
see enough people, and hence there must 
be a research organization back of him 
that can handle the service. 


Gay Sums Up Meeting 


Clyde F. Gay, vice-president of John 
Hancock Mutual Life, summarized the 
meeting. He dwelt on the necessity 
for cooperation between home office and 
field with neither exploiting the other nor 
the public, the necessity of building the 
individual agent’s prestige from within 
and the fact that life insurance cannot 
be set apart from life itself, necessitat- 
ing an understanding of and leadership 
in larger matters than the life insurance 
business alone. 

Mr. Coffin, who is an old friend of 
nearly all the members of the associa- 
tion, had been asked to speak very 
frankly and he pulled no punches in 
telling what he thought needed changing 
in the New York agency picture. He 
led off by pointing out that in a re- 
cent eight-month period 87 New York 
City agencies of 17 companies took in 
156 men, or 1.8 per agency. During this 
eight- month period the 87 agencies pro- 
duced $239 million of which only $7.8 
million was from new organization. 


Today Contrasted With Past 


Contrasting the period ahead with con- 
ditions prevailing a generation or so 
ago, Mr. Coffin said that in the days 
when great New York City general 
agents like T. R. Felt of Massachusetts 
Mutual. C. B. Knight of Union Central, 
L. A. Cerf, Sr., of Mutual Benefit Life, 
Jobn I. D. Bristol of Northwestern Mu- 
tual and men of that character and cali- 
ber were building their agencies all an 
agent needed was a sound knowledge of 

(CONTINUED ON PAGE 14) 


Death Record 
of 1944 Is 
Analyzed by Census 


The three leading causes of death in 
the United States have strengthened 
their position during the war years while 
decreases occurred in the death rates for 
nephritis, tuberculosis, pneumonia and 
influenza, Director J. C. Capt of the Bu- 
reau of the Census, reports. 

Diseases of the heart accounted for 
29.6% of the deaths in 1944, excluding 
the armed forces overseas, as compared 
with 29.2% -in 1943 and 26.9% in the 
three-year period, 1939-1941. 


Malignant Tumors 


The second leading cause, malignant 
tumors, resulted in 12.1% of the deaths 
in 1944 compared with 11.4% in 1943 
and 11.2% in the 1939-1941 period. The 
third leading cause, intracranial lesions 
of vascular origin, was responsible for 
8.8% of the deaths in 1944 compared 
with 8.7% in 1943 and 8.4% of 1939-1941. 

On the other hand, nephritis caused 
6.5% of the deaths in 1944 compared 
with 7.5% in the 1939-1941 period, pneu- 
monia and influenza caused 5.8% in 1944 
compared with 6.6% in the 1939-1941 pe- 
riod, and tuberculosis caused 3.9% in 
1944 compared with 4.3% in the 1939- 
1941 period. “ 

Deaths from the 10 leading causes 
formed 76.7% of all deaths in the 1939- 
1941 period, a proportion which in- 
creased to 77.9% in 1943 and to 78.3% 
in 1944. 

While there were 1,411,338 deaths 
from all causes in 1944, a decline of 48,- 
206 from 1943, there were 4,323 more 
deaths from cancer and other ‘malignant 
tumors and 459 more-~deaths from mo- 
tor vehicle accidents. Yet the 1944 death 
rate for motor-vehicle accidents, 18.3 per 
100,000 population, was 32.2% below rate 
of 27 for the 1939-1941 period. 


New Mo. Superintendent 
Takes Office Nov. 12 


JEFFERSON CITY—The Missouri 
senate has confirmed the appointment 
of Owen G. Jack- 
son of Webster 
Groves as superin- 
tendent of insur- 
ance to succeed E. 
L. Scheufler whose 
term expired July 
1. He takes office 
Nov. 12. 

Mr. Jackson is an 
attorney of St. 
Louis and has been 
practicing law since 
1910. He is 60 
years old and has 
been active in Dem- 
ocratic party cir- 
cles for many years. He is a former 
chairman of the St. Louis county board 
of election commissioners. 

Some years ago he served as a claim 
adjuster for Ocean Accident and Fidelity 
& Deposit. He also worked in the claim 
department of St. Louis-San Francisco 
Railway. For a while he was financial 
agent in St. Louis for the Missouri 
insurance department. 








Owen G. Jackson 





Wis. to Have Deputy Commissioner 


MADISON, WIS.—A deputy insur- 
ance commissioner will be appointed in 
Wisconsin following the action of the 
state emergency board in granting Com- 
missioner Duel’s request for an appropri- 
ation of $5,600 for the salary. The deputy 
will be chosen by civil service examina- 
tion. The Wisconsin department has op- 
erated without a regular deputy commis- 
sioner for many years. Various depart- 
ment heads have been sworn in as acting 
deputies for indefinite periods, to be 
available in case of necessity and legally 
carry on the duties in the absence of the 
commissioner. 








Walker Laramore, 
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Welcome Back 


The Penn Mutual takes pride in welcoming back to their 
work the following underwriters who last week attended the 
home office retraining school for returned servicemen :— 


William A. Arnold, II, Harrisburg 
Ephraim I. Baker, Harrisburg 
Rudolph H. Busch, Peoria 
Thomas F. Cadwalader, Jr., 
John W. Coyne, Jr., Manchester, N. H. 
David T. de Varona, San Diego 
Charles M. Gelbert, Harrisburg 
Jacob L. Hitchins, Harrisburg 

C. Robert Irwin, Boston 

William N. Knowles, Toledo 

Miami 

David E. Linn, Chicago 

William E. Luchte, Spokane 

W. Henry Pendell, Grand Rapids 
Joseph Sabatini, Boston 

Felix W. Shank, Montgomery, Ala. 
Richard F. Stephens, Atlanta 
William G. Taliaferro, Atlanta 


a 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Baltimore 
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NE. C. Convention 
Program Nov. 21-30 
ls Announced 


Fraternalists to Resume 
Annual Gatherings at 
Chicago; Below Is Slated 


The complete program for the general 
sessions at the annual convention of the 
National Fraternal Congress to be held 
in the Morrison hotel, Chicago, Nov. 
27-30 was announced this week by F. F. 
Farrell, manager of the executive office. 

The general meeting will be preceded 
Nov. 28 by the annual gatherings of the 
six N. F. C. sections and the annual 
meeting of the Fraternal Actuarial Asso- 


ciation. The Fraternal Field Managers 
Association will meet Nov. 27. The sec- 





WALTER C. BELOW 


tions are the presidents, secretaries, law, 
medical, press and state congress. 

Farrar Newberry, N. F. C. president 
and head of the Woodmen of the World, 
Omaha, will convene the general sec- 
tion at 9:30 a. m. Thursday. Invoca- 
tion will be by Dr. Charles Ray Goff, 
minister Chicago Temple First Method- 
ist Church; presentation of flag by 
Woodman Circle, welcome to Illinois by 
Insurance Director Parkinson and to 
Chicago by Mayor Kelly. 


Greetings from Organizations 


Greetings will be extended from the 
National Association of Insurance Com- 
missioners by Commissioner McCor- 
mack of Tennessee, association presi- 
dent; from the Illinois Fraternal Con- 
gress by Joseph J. Sheen of Chicago, 
president; from the Canadian Fraternal 
Association by a representative; from 
the American Life Convention by Rob- 
ert L. Hogg, manager and general coun- 
sel, and from the Life Insurance Asso- 
ciation by Dave E. Satterfield, Jr., 
general counsel. Walter C. Below, pres- 
dent of Fidelity Life and N. F. C. vice- 
president will give the response. 

Mr. Below is expected to be elevated 
to president at the Chicago meeting. He 
has been most active in the Congress and 
his progressive policies have given it. 
added vitality. 

President Newberry will give his an- 
nual report. Manager Farrell will pre- 
sent his report and that of the executive 
committee. Mrs. Mary E. McCullough, 
Women’s Catholic Order of Foresters, 
chairman auditing committee, will re- 

(CONTINUED ON PAGE 12) 
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Clark Bryan Joins 
American Life Convention 


Clark Bryan has been added to the 
legal staff at the head office of the 
American Life Convention and will 
give his immediate attention to the “Le- 
gal Digest.” He graduated from Grin- 
nell College in Iowa and then took his 
law degree from Harvard. 

His father, Harry A. Bryan, had con- 
siderable insurance legal experience. He 
was associated with the legal depart- 
ment of American Life of Des Moines, 
which later moved to Michigan. He re- 
turned to Des Moines and was with 
Merchants Life of that city and then 
Guaranty Life of Davenport. 

Clark Bryan was formerly connected 
with the claim department at the head 
office of Guardian Life. In 1935 he be- 
came associated with Attorney E. C. 
Sherwood of New York City, who rep- 
resents Travelers. In 1941 he became 
associated with the head office of Massa- 
chusetts Protective and Paul Revere 
Life. He recently retired from the mari- 
time service. 


Franklin Life in Minnesota 
Franklin Life has entered Minnesota. 


Appointments are now being made for 
intensive development. 








ee PERHAPS WE HAVE 
BEEN OVERESTIMATING 
THE PROBLEMS OF THE 
RETURNING SERVICE MAN. 


* * * 


I SAY THIS, because of good 
reports from all sections, but 
also because of a recent visit to 
one of the Northwestern Mu- 
tual’s home office refresher 
schools. 


HERE WERE 32 men, some 
still in uniform on terminal fur- 
loughs, but the majority back 
and in production for several 
months. And the production has 
been so phenomenally good, I 
asked Grant Hill why. He re- 
plied : 


“FIRST, because these men 
have thrown the rule book out 
of the window as far as work is 
concerned. They are so glad to 
be back that they don’t know 
when to stop working. 


“SECOND, because they do 
not hesitate to sell aggressively. 
They are courageous closers.” 


* * * 


IT LOOKS AS IF THE VET- 
ERAN WILL BE, NOT A 
PROBLEM, BUT AN INSPIRA- 
TION TO THE AGENCY TO 
WHICH HE RETURNS. 








PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
“RESEARCH & REVIEW SERVICE | 
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Mark Northwestern 
Nat'l Anniversaries 
in Brilliant Style 


MINNEAPOLIS—Business and civic 
leaders of Minneapolis and the north- 
west, spokesmen for the life insurance 
industry, and representative members of 
Northwestern National Life’s field force 
united in paying their respects to the 
character of the company’s management 
at a triple anniversary celebration. 

The occasion was a 20-40-60 anniver- 
sary dinner commemorating the 20th an- 
niversary of O. J. Arnold’s presidency, 
the 40th anniversary of membership on 
the directorate of C. T. Jaffray and E. 
W. Decker, and the 60th anniversary of 
the company’s founding. It also marked 
Mr. Arnold’s birthday, and a colorful 
cake and singing added a warm touch to 
the festivities. 

Announcement was made that efforts 
of the field force in Mr. Arnold’s honor 
during October resulted in $7,258,663 of 
ordinary new business during the first 
29 days, pointing to an all-time record- 
breaking month, and the largest single 
day’s ordinary business in history, $2,- 
= on the 29th, Mr. Arnold’s birth- 

ay. 

Paying tribute to Mr. Arnold on be- 
half of the life insurance fraternity, 
Claris Adams, president of Ohio State 
Life and now president of American Life 
Convention, declared that Mr. Arnold 
“has left his impression on the life in- 
surance business.” Mr. Adams declared 
that “his views are eagerly sought after 
throughout the entire field” and pointed 
out that “he is highly regarded as an 
alert, decisive, dynamic, sound aggres- 
sive personality and a man of progres- 
sive outlook, informed judgment, and 
sagacious decision.” 


Salute From Harry Bullis 


Harry Bullis, president of General 
Mills, Inc., spoke on behalf of business 
and industry. Mr. Arnold’s energy, 
sound business and financial judgment, 
and his clear vision mark him as a man 
who follows through and gets things 
done, he said. 

Representing members of the field 
force, including 24 agents in attendance, 
William G. Preston, manager at Great 
Falls, Mont., stressed the significance 
to the man in the field of the company’s 
“human, approachable management.” 


Woman Leader Recognized 


Mr. Preston introduced Mrs. Arlyn 
P. Huston, Cleveland, only woman 
among the agents attending. She took 
time out from dining with wives of 
company officials to make a brief appear- 
ance, 

The dinner climaxed a week end of 
festivities for the agents which included 
attendance at the Minnesota-Ohio State 
football game, a sightseeing trip, dinner 
with home office officials, and attendance 
at the home office employes’ birthday 
party for Mr. Arnold the afternoon of 
Oct. 29. 

George C. Holmberg, vice-president 
and treasurer, who also rounded out 20 
years with the company in October, 
spoke on behalf of the officers and em- 
ployes. -He praised “the effective team- 
work which has thrived under Mr. Arn- 
old’s leadership.” 


Minneapolis Mayor Talks 


Mayor Humphrey of Minneapolis 
praised Mr. Arnold’s contributions to 
the city’s business and civic activities, 
while Toastmaster Henry E. Atwood, 
president of First National Bank of 
Minneapolis and a Northwestern Na- 
tional director, read some of the con- 
gratulatory messages received by Mr. 
Arnold, including one from Secretary 
of the Treasury Vinson for his work in 
heading the Minnesota war finance com- 
mittee since its inception in 1941. 

Mr. Jaffray and Mr. Decker recounted 
some of the early struggles to give the 
company a sounder operating basis. 
They paid tribute to the ability which 
Mr. Arnold brought to the company in 
1925 and commended the sound invest- 





When Northwestern National Life passed the 60th anniversary of its founding, 


President O. J. Arnold and Vice-presidents J. S. Hale and G. 


C. Holmberg sampled 


the birthday cake, served that day to all home office employes, while looking at a 
huge “cake” containing 60 lighted candles. Serving the genuine cake is Lorraine 


Halverson, department secretary. 








ment policy which has been pursued dur- 
ing the past two decades. 

Mr. Arnold replied with praise for 
the work of other men who have con- 
tributed to the company’s success. He 
cited the new sense of responsibility and 
trusteeship that prevails in life insurance. 

“I think,” he said, “our life insurance 
leaders are aware that their faithful 
performance in the past has placed upon 
them a broader responsibility in the 
future, and there is a spirit of coopera- 
tion never before evidenced throughout 
the life insurance business, which I can 
only interpret as recognition that those 
increased responsibilities must be met 
and not avoided.” 





Rebuliding Program to Be 
Outlined to Agency Heads 


By means of a series of 10 regional 
meetings, to be held in November, De- 
cember and January, Connecticut Mu- 
tual is laying before its general agency 
staff a specific postwar rebuilding pro- 
gram. The groups will gather in Char- 
lotte, Philadelphia, New York, Boston, 
Cleveland, Indianapolis, Oklahoma City, 
Chicago, Des Moines and Oakland. 

Vice-president Vincent Coffin will 
preside at all conferences, and will be 
accompanied by Raymond W. Simpkir 
and E. A. Starr of the agency depart- 
ment. Other agency men will partici- 
pate in some of the meetings. 

In the field of recruiting a new career 
book will be introduced, a modernized 
outline for presenting the career, upto- 
date information on selection, a review 
of Connecticut Mutual’s incentive plan 
of compensation, and a battery of tested 
methods for securing nomination of bet- 
ter than average candidates. Under 
training there will be exposition of the 
revised courses for beginning and inter- 
mediate men, and an analysis of the pro- 
gram for postwar training of all agents, 
at whatever stage of development. 

The company will resume its plan of 
permitting each general agent to add to 
his organization in any year only as 
many men as the agency department be- 
lieves him equipped to handle. 





Discuss Farmers’ Group 


MEMPHIS—A combination of state 
farm bureau organizations of six south- 
ern states to set up a cooperative group 
insurance system was discussed at a 
meeting here. The plan would include 
hospitalization and perhaps life and ac- 
cident as well. Results of the discus- 
sions will be referred to state groups. 


Speculate as to Effect 
of Scheufler Retirement 


Superintendent Scheufler of Missouri 
escorted to the Chicago meeting of the 
commissioners this week his successor, 
Owen G. Jackson of Webster Groves. 
Mr. Scheufler, who is vice-president of 
the National Association of Insurance 
Commissioners, leaves office Nov. 12. 

It is likely that at the Grand Rapids 
meeting of the commissioners a new 
vice-president will be elected. He may 
be Thompson of Oregon, who is chair: 
man of the executive committee. If so, 
there will have to be a new chairman. 

From the geographical standpoint that 
office should then be filled by a middle- 
westerner or an easterner. Possible can- 
didates are Dineen of New York, Car- 
roll of Rhode Island, Allyn of Connecti- 
cut and Forbes of Michigan. 

There is a possibility, however, that 
in order to keep the geographical rota- 
tion Mr. Thompson would remain as 
chairman of the executive committee 
and a middle-westerner would be elected 
as vice-president. 





Hertzman to Return Soon 


LOUISVILLE—Lt. Col. Irwin 
Hertzman, who in civilian life was a 
partner in the Hertzman & Hertzman 
agency of State Mutual Life, after about 
four years in service, arrived in New 
York a few days ago, and then went 
to Camp Atterbury, Ind., where he is 
being mustered out. Mrs. Hertzman 
will meet him in Indianapolis and they 
will go to the west coast for a month’s 
vacation, before Col. Hertzman will 
again take up his agency work. 

A nephew, Maj. Charles A. Hertzman, 
son of Alex Hertzman, also a partner 
in the agency, at last reports was still 
in ay and itching to get home. 

Pfc. Bob L. Hertzman, youngest son 
of Alex Hertzman, is at Nichols General 
Hospital here, where he may remain 
for a year or 18 months, undergoing 
plastic surgery, having lost an eye and 
suffered other injuries by shell fragments 
in Italy. 





Correct. Executives’ Pictures 


In THE NATIONAL UNDERWRITER fof 
Oct. 19 the names of W. B. Stannard, 
division manager, and Harry .“ Yaw, 
assistant to Vice-president V. Jen- 
kins of Occidental Life, were ‘carpe 
erroneously under their pictures. Mr. 
Yaw’s picture is in the left and Mr. 
Stannard’s on the right of the Occi- 
dental Life news item. 
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Post advertising opens the door to insurance sales 
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HEN the field representative of a con- 

sistent Saturday Evening Post insur- 
ance advertiser makes his ‘in person” call, 
he finds that much of the groundwork has 
already been laid. 


Thus, his calling card strikes a respon- 
sive note, and his chances of a successful 
solicitation are vastly improved. 


He also finds his Post prospects finan- 
cially able to buy insurance, as indicated, 
for instance, by the value of their homes. 


Homes of Post families, valued at from 
over $5,000 to $10,000, are more than 


twice the national average. 


The greater buying power of Post 
readers has long been recognized by 
leading life insurance companies. In the 
past ten years, the 10 regular insurance 
advertisers have placed more of their 
advertising in the Post than in any other 
magazine. In fact, during the entire ten- 
year period one-third of all magazine 
advertising money spent by these insur- 
ance companies has been concentrated 
in the Post. 











GROWTH OF ORDINARY LIFE 
INSURANCE IN FORCE (IN BILLIONS 
OF DOLLARS) BY LEADING LIFE 
INSURANCE COMPANIES FROM 
1935 THROUGH 1944 




































































It is no mere coincidence that the growth of 
ordinary life insurance in force of the ten con- 
sistent insurance advertisers in The Saturday 
Evening Post, for ten years, has been 340% 
greater than that of irregular, or non-advertisers, 
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PF age 


GAIN, through the insurance press, the New 
York Life Insurance Company heartily con- 
gratulates and pays tribute to every member of its 
1945 Top Club, $200,000 Club and $100,000 Club. 
These successful men and women deserve 
high recognition for their outstanding accomplish- 
ments. Nylic Club membership is an honor 
which reflects high personal achievement and 
merits the admiration of fellow agents and the 
respect of friends and clients. 


Paying for a total of $374,731,200 of new busi- 
ness during the past Club year, the 1,598 Club 
members averaged $234,500 which is a distinct 
increase over 1944 averages. 

More particularly, the New York Life salutes the 
1945 Top Club membership, the Top Club President, 
Officers of the Advisory Board, Vice-Presidents-at- 
Large, and Departmental Vice-Presidents. The 











HARRY A. McCOLL 
Third Degree Nylic 
Colorado Springs, Colo. 
$1,920,250 


President 


average production of $416,917 of the 395 members 
of the Top Club in 1945 was some $27,000 greater 
than the average of the Top Club members the 
previous year. Thisincrease iseven more significant 
when it is realized that the average 1944 Top Club 
business showed an increase of 30 per cent over 
the 1943 Club. 

Harry A. McColl of Colorado Springs, Colorado 
and a graduate of the University of Colorado, is 
President of the 1945 Top Club. With $1,920,250 
of paid Club business, Mr. McColl made one of the 
best production records in Club history. Mr. 
McColl has represented the New York Life since 
1926 and since 1933 has been a continuous member 
of the Top Club. 

The New York Life is proud of the accomplish- 
ments of Nylic Club Members during the past year. 
Their fine records reflect the progress being made 
by the New York Life Field Force. 


NEW YORK LIFE 


INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK 10, N. Y. 


THE 1945 NYLIC TOP CLUB 
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LOUIS P. KRAUS 
Third Degree Nylic 
Baltimore, Md. 
$1,508,730 
Chairman, Advisory Board 
(1944 President) 


fa 


JOHN R. ROUTSONG 
Second Degree Nylic 
Los Angeles, Calif. 
$1,474,219 





GEORGE G. CLARKEN 
Senior Nylic 
Los Angeles, Calif. 
600 








BROWN C. WOODBURY 
Third Degree Nylic 
San Francisco, Calif. 


,194, 


Vice-Chairman, Advisory Board 
(1943 President) 


A. EVERETT RILEY 
Third Degree Nylic 
Kansas City, Mo. 
$1,441,467 





REED W. BRINTON 


First Degree Nylic, C.L.U. 
Los Angeles, Calif. 
$1,239,115 


| 


1945 NYLIC TOP CLUB ADVISORY BOARD OFFICERS 


IRVING FREED 
Senior Nylic 
New York, N. Y. 


$1,044,000 
Vice-Chairman, Advisory Board 
(1942 President) 


1945 NYLIC TOP CLUB VICE-PRESIDENTS -AT-LARGE 





ROBERT A. DAVIES 


Second Degree Nylic, C.L.U. 
San Francisco, Calif. 


$1,399,850 


EDWIN T. GOLDEN 
Second Degree Nylic, C.L.U. 


San Francisco, Calif. 


$1,045,261 
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LOUIS K. SIMS 
Senior Nylic 
Los Angeles, Calif. 








| RUDOLF LEITMAN 


Second Degree Nylic 
Detroit, Mich. 


1945 NYLIC TOP CLUB DEPARTMENTAL VICE-PRESIDENTS 
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JOSEF E. JOSEPHS 
Second Degree Nylic, C.L.U. 
Charlotte, N. C. 


I. M. KANARISH 
Third Degree Nylic 
« Chicago, III. 














K. L. VAN LEUVEN 
Second Degree Nylic 
Spokane, Wash. 











LOUIS F. CALLEY 
Second Degree Nylic 
Charleston, W. Va. 


HERMAN H. OXMAN 
Second Degree Nylic 
New York, N. Y. 











DON C. KITE 
Second Degree Nylic 
Morgantown, W. Va. 











ERLE L. COLLINS 
First Degree Nylic 


San Francisco, Calif. 


D. MARSDEN AUSTIN 
Third Degree Nylic ; 
Chickasha, Okla. 











THEODORE KRAEMER 
Third Degree Nylic 
Minneapolis, Minn. 














“WILLIAM J. CUSICK 
Senior Nylic 
St. Louis, Mo. 


PARIS U. STEWART 
Freshman Nylic 
Las Vegas, Nev. 

















SEYMOUR M. GROSS 
Third Degree Nylic 
New York, N. Y. 














PAUL HEYMANN 
Freshman Nylic 
Providence, R. I. 


LIFE INSURANCE COMPANY, 51 MADISON 


JOHN O. HAWKINS 
Freshman Nylic 
St. Louis, Mo. 











GEORGE E. BIVINS 
Third Degree Nylic 
Nashville, Tenn. 








AVENUE, NEW YORK 10, N. Y. 


PETER PALMER 
Third Degree Nylic 


Toronto, Canada 
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Insurers-Doctors 
Map Wis. Hospital 
and Surgical Plan 


Seven Companies Join 
Hands with State 
Medical Society 


MILWAUKEE—Adoption of a vol- 
antary “Wisconsin plan” of prepaid in- 
urance for surgical and hospital care, 
in which seven insurers will cooperate, 
was announced by the house of dela- 
gates of the Wisconsin State Medical 
Society after the annual meeting here. 
The plan is expected to be put into 
operation shortly after the first of the 
year, according to Dr. H. H. Christof- 
ferson, Colby, chairman of the commit- 
tee. 

The participating companies are Em- 
ployers Mutual Liability, Hardware Mu- 
tual Casualty, Wisconsin National Life, 
apne, Old Line Life, Lumbermen’s 

utual Casualty, and Liberty Mutual. 

The plan will grant complete surgi- 
cal care and certain associated services 
on a prepaid basis. Provisions include 
hospitalization for surgical, medical and 
obstetric cases. Where the number of 
persons is less than 10, “franchise group” 
coverage is provided, and a third pre- 
mium rate schedule is provided for in- 
dividuals purchasing the insurance for 
their families. Coverage is provided for 
employes with dependents having less 
than $2,600 a year income, to single 
employes having an annual income of 
less than $2,080, and benefits also will 
be made available for those of higher 
income without the full protection guar- 
anty. The basic group rates will be $1 
per month for an individual; $3 for 
man and wife, and $4.75 for full family 
coverage. 


Catastrophe Cover 


“We are confident this plan will offer 
the people of Wisconsin the coverage 
they need to protect them for the ma- 
Jority of catastrophic illnesses,’ Dr. 
Christofferson said. “We believe this 
Program will meet the needs without 
subjecting them to all the red tape and 
overhead cost of a bureaucratic form of 
coverage such as suggested in current 
federal legislation. Here the policyholder 
has the close personal relationship with 
his physician and access to specialized 
service when required.” 

Dr. Charles Fidler, Milwaukee, out- 
going president, predicted the medical 
Profession and public “face regimenta- 
tion and a lower quality of medical care 
if federal health program bills pending 
in Congress- become laws.” Dr. P. R. 
Minehan, Green Bay, incoming presi- 
dent, said expansion of social security 
ito compulsory health insurance would 
deprive the people of the right to spend 
their money as they choose and charged 
the plans such as the Wagner-Murray- 
Dingell bill, “are grandiose schemes 
that will cost many times what their 
Proponents estimate.” 


Blue Cross Element 


Opposition developed into some 
stormy debate from Milwaukee county 
and several other county medical so- 
cieties at the resolutions committee hear- 
ing. Outside of technical questions as to 
types of coverage, limits of benefits and 
the like, opponents held that a new plan 
18 unnecessary in Wisconsin “where 
there is a Blue Cross plan of prepaid 
hospitalization which is operating with 
Steat success.’ Some objected to “inter- 
Jecting the insurance companies as a 
third party in the relationship of doctor 


to patient” and failure to bind the in- 


surers. by contract to the doctors, giving 
them the right to determine the need 
for surgery and permitting them to pass 
upon the reasonableness of a _ physi- 
cian’s fee. 

Proponents pointed out that the insur- 
ance companies have agreed that they 
will make no profit and that all income 
in excess of operating costs and the 
payment of benefits will be used to in- 
crease the benefits or lower the pre- 
mium at the end of each year. The medi- 
cal society is to retain control through 
its endorsement of the plan and by 
means of a special committee which will 
sit in with the company men to arrange 
for changes according to experience. 


Forestall Government 


The insurers, it was stated, are in- 
terested in the plan as an opportunity 
for them as well as doctors to forestall 
government entry into the health field. 
The plan was said to be as broad as 
any now in existence and that in time 
it would be extended to cover medical 
care “even in the home or visits to the 
doctor’s office.” 

While no contract exists between the 
state medical society and the insurers, 
a copy of the Wisconsin plan will be 
filed with the insurance commissioner, 
and the companies by letter will agree 
to comply with it. Those who do not 
will no longer be permitted to adver- 
tise that they are selling the Wisconsin 
plan of surgical and hospital insurance. 

Subscriber combinations will be called 
“groups” when 10 or more persons join 
to buy the insurance; “franchise groups” 
Where the number is fewer than 10, and 
“individual” where it is purchased by 
an individual for his family. 


Premium Rates Are Shown 


For groups the cost is $1 a month 
without dependents; $3 for man and 
wife; $4.75 for the family where there 
is more than one family in the group 
and $5 where there is only one family. 

Under the franchise arrangement the 
rate is $1.10 for a man with no de- 
pendents; $4.40, male and one depen- 
dent; $5.50, male and two or more de- 
pendents; $1.70, female and no de- 
pendent; $5, female and one dependent; 
$6.10, female and two or more others. 

On the individual basis the cost is 
$1.20, male; $4.70, male and one de- 
pendent; $6, male and two or more 
dependents; $1.90, female; $5.40, female 
and one dependent, and $6.70, female 
and two or more dependents. 

Under the hospital coverage, each 
individual covered is entitled to collect 
up to $5 a day up to 31 days. There is 
a maximum of $25 for x-ray, radium, 
etc. A subscriber is permitted as many 
separate hospitalizations as necessary 
in a year for conditions not associated 
with each other, and provided that the 
patient, if employed, has returned to 
work between illnesses. 

There is a limit of $70 on hospital 
bills for maternity cases and the woman 
must have been covered by the plan 
nine months to be eligible. 


Surgical Benefits 


There is a schedule of surgical bene- 
fits ranging from $150 to $10. The 
amount allowed under the surgical head- 
ing for delivery in maternity cases is 
$50 for women covered at least nine 
months. 

The state medical society will enroll 
its doctors as participants in the plan. 
The subscriber may select any other 
doctor, but the insurance company’s 
payment will be limited to the scheduled 
amount. Under the plan the patient will 
sign a waiver granting to his physician 
the right to collect a bill direct from 
the insurer. The physician will agree 
not to charge more than the scheduled 
allowance unless the subscriber without 
dependents earns more than $2,080 a 
year or $2,600 if married. 

The insurers agree to pay benefits 
within 60 days upon receipt of proof of 
liability furnished to them within 20 
days of surgery or hospitalization. 

The Medical Society of Milwaukee 
county is embarking on another pro- 








One reason we believe our new Colonial Series of non- 
cancellable, guaranteed renewable Sickness and Accident 
Policies has been so favorably received by career life 
underwriters is the opportunity they present to be of real 
service to discharged servicemen. 


Although they may not be immediate prospects for addi- 
tional life insurance, most veterans will quickly recognize 
the vital personal protection offered by these new policies 
... protection for which there’s a need as soon as they 
resume their place in civilian life. 


Union Mutual’s Non-Can Sickness and Accident 
Policies are sold only through selected full-time career 
life underwriters. Write us.today for “The Whole 
Story” about the Colonial Series, newest of our thrifty 
Maine insurance plans. 


opie 





ION MUTUA 


E INSURANCE COMPANY 


rtiand WEA EN & Home ottice 


Roliand E. Irish, Preside 











10 


HieNATIONAL UNDERWRITER 


November 2, 1945 











A Soldier 





writes a letter 


Several thousand grateful Gls 
have taken the trouble to express 
their appreciation when requesting 
a copy of New England Mutual’s 
now famous little booklet, “Infor- 


mation for Veterans.” 
This is what one of them said: 


“Although I do not expect 
to be a veteran until the con- 
clusion of the war, I would 
appreciate your booklet ‘In- 
formation for Veterans.’ 


“I wish to add that I admire 
your frank and sincere advice 
concerning the retention . of 
National Service Life Insur- 
ance despite the fact that you 
are an agency selling private 
insurance. 

“It is refreshing to note such 
altruistic advertisements. I 
only wish that more advertis- 
ers could realize what goodwill 
can be established for their 
type of 
straight-forward messages.” 


product by your 


Certainly this type of goodwill 
won’t make the New England Mu- 
tual fieldman’s job any more diffi- 
cult in the years to come! 


New England 
Mutual 


Ly Insurance Company 


THE FIRST MUTUAL LIFE INSURANCE 
COMPANY CHARTERED IN AMERICA « 1835 








gram. It operates what is known as 
Milwaukee Surgical Care and this in- 
strumentality is now offering to em- 
ployed groups a plan jointly with Asso- 
ciated Hospital Service. Surgical Care 
will pay for surgical bills up to $150 
for a premium of 90 cents a month for 
single persons, $2.50 for families. Blue 
Cross pays hospital bills up to 60 days, 
the premiums ranging from 75 cents to 
$1.50 a month. 

The plan contemplates that Blue Cross 
would engage in the solicitation of mem- 
bers for both plans, handle the billing 
and remit the proper amounts to Sur- 
gical Care. Surgical Care has been in 
existence about a year and a half and 
has 10,000 members. 


Name D. C. Board of Trade 


Insurance Committees 


WASHINGTON—Howard Starling, 
manager of the Washington office of 
the Association of Casualty & Surety 
Executives and chairman of the Wash- 
ington Board of Trade insurance com- 
mittee, has appointed H. Cochran Fisher, 
broker and president of the District of 
Columbia Life Underwriters Associa- 
tion, as chairman of the life subcommit- 
tee and Ralph W. Lee, Jr., head of his 
own agency, chairman, casualty and 
property subcommittee. 

Mr. Starling has convinced board of 
trade officials that a special committee 
should be set up on social security and 
unemployment compensation matters. 

A meeting of the insurance committee 
is expected early in November. 

A move is reported afoot to recom- 
mend increased appropriations for the 
District of Columbia insurance depart- 
ment, Congress provides some 50-odd 
thousand dollars annually for the de- 
partment, which collects approximately 
on $1 million annually in fees and taxes. 

D. C. insurance officias do not ex- 
pect congressional action this year on 
the life regulation bill recommended by 
the local government and pending in 
house and senate committees. They 
hope for a better situation in 1946. 
Meanwhile, there is reported no appar- 
ent disposition in congress to act on 
bills recommended by domestic life com- 
panies here to liberalize their loan and 
investment possibilities. 








John E. Watson Retires 


NEW YORK—John E. Watson, chief 
of the mutual and fraternal division of 
the New York department, retired from 
service Oct. 31 and his associates ten- 
dered him a dinner. He was presented a 
gift of Victory bonds. 

Mr. Watson had served as chief of 
the division since 1938. He was appoint- 
ed as an examiner in 1909, being as- 
signed at that time to the life bureau. 
He later served in the fire and marine 
bureau, and in 1912, the same year in 
which he became a certified public ac- 
countant, he was assigned to the cas- 
ualty bureau where he became assistant 
chief. During his period of service in 
the latter bureau, Mr. Watson-conducted 
examinations of most of the large cas- 
ualty companies, being especially desig- 
nated to conduct the more important 
and intricate ones. He was responsible 
for many innovations in examining pro- 
cedure, which were later to become 
standard practice, and his suggestions 
and ideas weighed heavily in the adop- 
tion of the form of examination report 
now used by the department. He left 
the casualty bureau to assume his pres- 
ent post in 1938. 





Prudential Opens, Campaign 

Home office employes of Prudential 
participated in an open-air rally in New- 
ark marking the opening of the victory 
loan campaign. Robert M. Green, vice- 
president in charge of personnel, intro- 
duced Carrol M. Shanks, executive vice- 
president, as chairman. Dr. Robert C. 
Clothier, president of Rutgers Univer- 
sity, spoke. 





The Unique Manual-Digest is the only 
“all-in-one” reference book. Only $6 from 
National Underwriter. 


Illinois Governor 
Strongly Upholds 
Agency System 


At the meeting of the National As- 
sociation of Insurance Agents in Chi- 
cago last week Gov. Dwight H. Green 
of Illinois, the chief speaker, came out 
strongly for the American agency sys- 
tem. 
should be paid to the many excellent 
and ably managed companies giving 
sound indemnity, it is usually true that 
the American business man entrusts his 


insurance to an agent in whom he has 


confidence. 

Gov. Green described the selling of 
insurance through local agents as the 
finest retail system in America. He has 
great respect for the independent in- 
surance agent, on the alert to serve his 
policyholders and the community. 


Needs Little Policing 


The speaker asserted that it is largely 
to the credit of the agent that the regu- 
lation of the colossal business of in- 
surance has given government in Amer- 
ica fewer headaches than probably any 
other phase of business activity. Few 
realize the tremendous proportions of 
,the great insurance giant. Occasionally, 
he said, life insurance men remind their 
customers that the total liability of 
American life insurance companies to 
the assured is approximately $150 bil- 
lion, something like half  - national 
debt. Throughout the years, insurance 
capital has been the active partner of the 
industrial expansion of America in the 
development of railroads and _ other 
great public utilities, in fostering sound 
banking, in forward looking investments 
in every phase of national life. 





Calls Training of Salesmen 
Key to Prosperity 


NEW YORK—Edward C. Andersen, 
assistant superintendent of agencies of 
Connecticut Mutual 
Life, addressed the 
first National Mar- 
keting Forum pre- 
sented under the 
auspices of the 
Sales Executives 
Club of New York 
here. He brought 
out that “in back of 
the victory over 
our enemies in Eu- 
rope and Asia was 
a most intensive 
training program 
involving the mil- 
lions of men sud- 
denly recruited from every walk of life, 
clerks, salesmen, accountants, school 
students; men who knew nothing about 
ships or guns or planes or navigation.” 

To keep pace with the production 
power of America, we must increase by 
some 40-50% the volume of goods sold 
in 1939, Mr. Anderson continued. If we 
fail, it means overproduction and unem- 
ployment and depression. Sales and dis- 
tribution therefore are of greatest im- 
portance, and success in this direction 
depends to a tremendous extent on the 
training of salesmen. 

“Very few men are born salesmen,” 
said Mr. Anderson. “I also firmly be- 
lieve that very few men are born avia- 
tors. Yet the army and navy developed 
thousands upon thousands of the most 
skilled airmen in the world. They did it 
through painstaking and costly training. 
And in no other way can industry build 
similar efficiency into the thousands and 
thousands of salesmen that will be 
needed to uphold a full employment 
economy.” 


E. C. Andersen 





National Life Conference 
on Mortgage Loans 


National Life of Vermont held a 3-day 
conference of mortgage loan district su- 
pervisors at the Edgewater Beach Ho- 


He said that while due respect . 


. 1a: 





Plan Hemisphere _ 
Insurance Parley | 


U. S. Chamber Insurcaiis 
Committee Names Group 
to Prepare Program 


The insurance committee of the U. § 
Chamber of Commerce at its meeting 
in Chicago acted to promote closer co. 
operation between the insurance com. 
panies of all countries in the Westen 
Hemisphere. The committee will spop. 
sor a hemispheric insurance confereng 
to be held at Havana, probably in Feb. 
ruary, 1946. To this conference will 
invited the top executives of leadj 
insurance companies domiciled in all ¢ 
the countries of North and South Amer. 


Chester O. Fischer, agency vice-presi- 





dent of Massachusetts Mutual Life 
chairman of the committee, announced 
the appointment of the following sub. 
committee to arrange the program ané 
to select the delegates to go from this 
country: Lawrence Kennedy, New York, 
president of Marsh & McLennan, chair. 
man; Walter F. Beyer, vice-president 
Home of New York; W. E. McKell 
vice-president, American Surety; Chase 
M. Smith, counsel Lumbermen’s Mu. 
tual Casualty; Charles E. Hodges, presi- 
dent American Mutual Liability; Laur. 
ence F. Lee, president of Peninsular 
Life and retiring president of the 
American Life Convention, and Mr, 
Fischer, ex-officio. 


Program for Chamber Directors 


In furtherance of the chamber’s pre- 
viously adopted policy of seeking to have 
restrictions removed which hinder or 
prevent U. S. insurance companies’ op- 
erations in foreign countries, the in- 
surance committee voted to ask the 
chamber’s directors to take direct steps: 

(1) To seek the cooperation of the 
government with insurance interests to 
the same extent the British government 
cooperates with its insurance industry; 

(2) To approve a semi-official com- 
mittee of three insurance executives to 
act as advisers to government agencies 
on measures pertaining to insurance; 

(3) To ask the aid of the Inter- 
American Business Development Com- 
mittee in securing for American insur- 
ance companies the right to operate it 
South and Central American countries 
on as equitable a basis as the insurance 
companies of other countries may oper: 
ate in the United States. 

Rollin M. Clark, vice-president of Con- 
tinental Casualty and chairman of the 
committee’s health and accident section, 
reported on a study being made of pro- 





posals for compulsory health insurance. 
As a first step the section is considering 
the collection of statistics on the num- 
ber of people now covered under various 
voluntary plans of hospitalization, me¢- 
ical expense, and lost-time indemnity in 
surance. 








tel in Chicago. L. Douglas Meredith, 
vice-president and chairman of the 
finance committee; E. Stanley Jayne, st 
perintendent of mortgage loans; Ralp 
C. Limber, research analyst, and Pete 
Giuliani of the legal department, at 
tended from the home office. Loan st 
pervision plans, loan territories, feature 
of the complete National Life loan plas, 
appraisal and valuation, constructio# 
loans and conservation of loans -werfé 
discussed. C. J. Kastrup, Chicago archi 
tect, spoke on trends in building desig# 
and construction, and Arda C. Bowséf, 
general agent of the company in Chr 
cago, spoke on mortgage cancellation 
life insurance. Among branch _ office 
managers present were Harvey £. MC 
Clary, Cedar Rapids; T. C. Marsh, Co 
lumbus, O.; Neil Thomason, Dallas; 
N. C. McGreevy, Dayton; W. V. Gres; 
ham, Houston; Jack R. Smith, Los At 
geles, and Clifton C. Smith, San Frany 
cisco. 
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Strong Bill Is 
Offered for 
LA.A. Group 


One session of the program for the 
annual meeting of Life Advertisers As- 
sociation in New York, Nov. 12-14 will 
be devoted to radio advertising and its 
possibilities for life insurance, National 
Broadcasting Co. is cooperating in the 





Cc. B. Reeves H. 


M. Kennedy 


presentation of this feature. Included 
will be case histories from companies 
which have actually used radio. These 
will be furnished by Henry M. Kennedy, 
Prudential; R. K. Lindsley, Farmers & 
Bankers; Karl Ljung, Jefferson Stand- 
ard; Powell Stamper, National Life & 
Accident; and another speaker represent- 
ing Equitable Society. 

Margaret Divver, John Hancock Mu- 
tual, is scheduled to talk on trade jour- 
nal advertising, “Planning Objectives 
and Making Budgets.” 

Another feature of the program will 
be an attempt to furnish the answer to 
the question “Are Sales Contests Worth- 
while?” from the viewpoints of the field 
man. Guest speakers will be Arthur V. 
Youngman, New York general agent of 
Mutual Benefit Life, and Lawrence L. 
Lifshey of the Vanderbilt agency of 
New York Life. 

Clifford B. Reeves, Mutual Life, is 
scheduled to speak on “Public Relations 
as a Definite Program.” 


Town Meeting Moderator 


George V. Denny, moderator of the 
radio program “America’s Town Meet- 
ing of the Air” will be one of the prin- 
cipal outside speakers. 

The exhibits of advertising and sales 
promotion of the different companies 
will be discussed from the floor under 
the direction of A. F. Randolph, Penn 
Mutual, chairman of the exhibits com- 
mittee. 

Powell Stamper is general chairman 
of the meeting. 

The theme is “Swords Into Plough- 
shares,” emphasizing post-war reconver- 
sion problems. 

Burton Bigelow of the Burton Bige- 
low organization, sales counselors, New 
York, will discuss “Why Not a 
Sales Laboratory for Life Insurance 
Selling?” There will be a symposium on 
the work of the Institute of Life Insur- 
ance. H. A. Richmond, Metropolitan 
Life, will preside, and H. J. Johnson, 
president will speak for the institute. 





Mass. Mutual Pay Adjustments 


Massachusetts Mutual Life has an- 
nounced a 40-hour work week for home 
office departments, which is a reduc- 
. of 5 hours from the wartime sched- 
ule, 

The base pay for employes with an- 
nual salaries of $3,000 or less will be 
adjusted to an amount equivalent to 45 
hours at. straight time. In addition, a 
Previously applicable supplemental com- 
pensation of 6% will be absorbed into 
the base pay. 

There will also be an adjustment for 
those in the salary bracket from $3,001 
to $5,000. 





Pacific Actuaries’ Meeting 

The Actuarial Club of the Pacific 
States will hold its fall meeting Nov. 
27-28 at Del Monte Lodge, Pebble 
Beach. Cal. 


Acacia Directors Honor 
Gen. Frank T. Hines 


WASHINGTON — Gen. Frank T. 
Hines, former head of the Veterans Ad- 
ministration, was honored at a dinner 
given by the directors of Acacia Mutual 
Life, before leaving to assume his new 
post of ambassador to Panama. Many 
senators, congressmen, company offi- 
cials and dignitaries attended. 


Director of Company 


An authority on veterans’ legislation 
and benefits, Gen. Hines worked closely 
with the American Life Convention, 
Life Insurance Association of America 
and National Association of Life Under- 
writers on N.S.L.I. questions. He has 
been a director of Acacia for several 
years. 


Will Have Mortgage 
Man in Chicago 


Lowell Berlet has been appointed 
home office representative of Provident 
Mutual Life in Chicago to handle mort- 
gages in the Chicago area. He was for- 
merly loan inspector for Prudential. 
Heretofore Provident Mutual has had 
correspondents in Chicago. It intends 
to become far more prominent in the 
loan field in that section. President M. 
A. Linton was in the city during the 
week looking after the establishment of 
the new office. Mr. Berlet has his office 
in the First National Bank building. 





Orders Election in Iowa 


WASHINGTON—The national war 
labor board has directed that an election 
be held within 30 days among industrial 
agents of Metropolitan Life in Iowa to 
determine whether they desire to be rep- 
resented by the International Union of 
Life Insurance Agents, or by United 
Office & Professional Workers of Amer- 
ica, CIO, for the purposes of collective 
bargaining, or by neither. ; 

NLRB found that Metropolitan has 
seven district offices in Iowa and 132 
agents at the end of last year. It also 
found the company refused recognition 
to the International Union as exclusive 
representative. 





Winners at Home Office 


Eight regional winners of New Eng- 
land Mutual’s policyholders’ service cam- 
paign met at the home office in Boston 
for a two-day educational conference. 
The group comprised Edward Felsen- 
thal, Memphis; Gordon C. Henley, Prov- 
idence; Isidor Hirschfeld, New York- 
Freid; Harley J. Kirkpatrick, Cleveland; 
George C. Nettles, Montgomery, Ala.; 
Chancy L. Premer, Omaha; W. Frank- 
lin Scarborough, Philadelphia, and Sam- 
uel Silverman, Denver. Discussions were 
held with President George Willard 
Smith and other executives. 





Travelers Life School 


Next session’ of Travelers’ home office 
school for life, will open Nov. 12. The 
present school is being attended by 35 
men from all parts of the country and 
Canada, about 70% being servicemen. 

Seven members are sons of insurance 
agents and a number are attending the 
school as a refresher course after being 
in service. Several have had insurance 
experience and others are now entering 
the field for the first time. 


1% Freeze Is Assured 


WASHINGTON—Freezing of the 
old-age and survivors social security tax 
of 1% each on employers and employes 
is assured for 1946, both House and Sen- 
ate having passed a tax relief bill con- 
taining such a provision. 








Advanced in Navy Insurance Dept. 


WASHINGTON — Rothwell Talbot, 
Bellville, N. J., formerly of Travelers 
New York office, has been promoted 
from lieutenant to lieutenant commander 
in the Navy Department insurance di- 
vision. 







She 
COMMONWEALTH 


Commentary 





IT’S THE DIFFERENCE ‘* 
THAT COUNTS 


This is the era of change—the era of shifting mar- 
kets—the era of altered needs for life insurance—the 
era when everyone in every business in the U. S. is 
striving to adjust himself to produce maximum results 
in the so-called brave new world of tomorrow. 


Few people in any business are more flexible and 
more adaptable to changing conditions than America’s 
life insurance salesmen. Nor is there any other group 
which is more sensitive to business trends. 


This is an asset of immeasurable value in times like 
these. This is an asset upon which the capable fieldman 
capitalizes to the fullest. In Commonwealth, close 
home office collaboration, direction and supervision is 
enabling Commonwealth men in the field to shift with 
the times with a minimum of friction, with a minimum 
of lost motion. It’s that below-the-surface “difference” 
—sometimes difficult to distinguish—that makes all the 


difference. 


Insurance in Force, Sept. 30, 1945—$259 064,862 


COMMONWEALTH 


LIFE INSURANCE COMPANY 
LOUISVILLE + MORTON BOYD, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 
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N.F.C. Convention Program Nov. 27-30 


(CONTINUED FROM PAGE 3) 





port. Former Governor E. D. Rivers 
of Georgia will talk on “The American 
Lodge and the Community,” then S. H. 
Hadley, Protected Home Circle, will re- 
port as*membership chairman. Past 
presidents are to be presented; Thomas 
H. Cannon, chairman Catholic Order of 
Foresters, will preside at memorial serv- 
ices and the Right Rev. Msgr. George 
J. Casey, vicar general of the arch di- 
ocese of Chicago, will give the memorial 
address. 


Afternoon Program 


The afternoon program includes re- 
ports of the committees on field work 
by Chairman N. K. Neprud, Lutheran 
Brotherhood; committee on fraternal 
week, Horace L. Rosenblum, editor 
Woodmen of the World, Omaha, chair- 
man; committee on general welfare, T. 
W. Midkiff, president Woodmen of the 
World, Denver, chairman. 

There will fellow an address by a 
representative of the American Red 
Cross, reports of the committees on state 
of orders and statistics by Mrs. Clara 
B. Cassidy, secretary Woodmen Circle, 
Omaha, chairman; public relations, N. J. 
Williams, president Equitable Reserve, 


Neenah, Wis., chairman. Carlyle Em- 
ery, vice-president Ruthrauff & Ryan ad- 
vertising agency, Chicago, will give an 
address; George G. Perrin, general coun- 
sel Modern Woodmen, Rock Island, IIl., 
will report as chairman of the commit- 
tee on law; James L. Willmeth, secre- 
tary Junior Order United American Me- 
chanics, Philadelphia, as chairman on 
credentials and Bradley C. Marks, presi- 
dent A.O.U.W. of North Dakota, Fargo, 
as chairman on constitution and rules. 
Mr. Newberry will preside at the annual 
banquet that evening at which Arthur 
H. Brayton, secretary of the Des Moines 
Convention Bureau, noted speaker, will 
give an address. 


Second Day’s Program 


The Friday morning program calls 
for invocation by Mr. Hadley, reports of 
the committees on revision of blanks by 
George S. Ling, Royal Neighbors, chair- 
man; ethics, V. S. Platek, National 
Slovak Society, Pittsburgh, chairman; a 
talk by Herbert V. Prochnow, assistant 
vice-president First National Bank of 
Chicago on “Economic Problems of Our 
Time”; reports of committees on lodge 
activities by Thomas R. Heaney, head 


of Catholic Order of Foresters, Chicago, 
chairman; security valuations, Joseph E. 
Reault, actuary Maccabees, Detroit, 
chairman; credentials, Mr. Willmeth, 
election of the officers and then report 
of the committee on distribution by E. 
R. Deming, Unity Life & Accident, Sy- 
racuse. 

Miss Frances D. Partridge, secretary 
Woman’s Benefit, Port Huron, Mich., 
N. F. C. past president will report as 
chairman on junior membership in the 
afternoon session; D. D. Macken, actu- 
ary Woodmen of the World, Omaha, as 
chairman on the new mortality table; 
Lyndon A. Knight, general attorney of 
Royal Neighbors, Rock Island, IIl., as 
chairman on resolutions. 


Ekern’s Important Report 


Herman L. Ekern, president Lutheran 
Brotherhood, will give the report as 
chairman of the all insurance industry 
committee and Mr. Rosenblum as pub- 
licity chairman. 

Reports will then be read from the 
various sections summarizing their meet- 
ings and from the two allied associations. 

Chairman Perrin of the committee on 
law will report on the proposed uniform 
fraternal code and then T. L. McCul- 
lough head of Praetorians, Dallas, 
N. F. C. president 1930-1931, will in- 
stall the new officers with an escort by 





“Now | lay me 
to sleep... 


thing “tomorrow” is for her! 





Safely to bed to dream of tomorrow’s big adven- 
tures. Perhaps there is a birthday party to go 
to—or a picnic with daddy. What a wonderful 


To keep all of her “tomorrows” 
daddy took out the new Lincoln National Fam- 


The Lincoln National 


Fort Wayne 1 





down % 
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safe and secure, 


Because of Its Flexibility, LNL Men Have Found This Contract to Have an 
Enormous Appeal to Persons in All Walks of Life. 


Indiana 





More Than One and One Half Billion of Life Insurance in Force 


ily Maintenance policy. 


The new LNL Family Maintenance policy is 
highly flexible. The income period may be for 
10, 15, or 20 years. The family maintenance 
period may be for 10, 15, or 20 years. The plan 
is available with or without a clean-up fund. 


Life Insurance Company 








Women’s Catholic Order of Foresters 
This will wind up the convention, — 

The presidents of the various section; 
who will preside are: Presidents, S, 4 
Oscar, head of National Mutual Beneft 
Madison, Wis.; secretaries, John Masich 
financial secretary, Greek Catholic Un. 
ion, Munhall, Pa.; law, Roy J. Mohan, 
Degree of Honor, St. Paul; medical, 
Dr. Bernard P. Conway, supreme med. 
ical examiner Royal League, Chicago; 
press, Thomas J. Carroll, editor Catholic 
Order of Foresters, Columbus; state 
congresses, J. P. Michalski, general sec. 
retary Polish Association, Milwaukee, 
The Fraternal Actuarial Association 
president is Harmon R. Taylor, consult. 
ing actuary, Cedar Rapids, Ia. 


Medical Section Program 


The medical section program was an- 
nounced by Dr. James G. McGrath of 
Chicago, secretary-treasurer, who is high 
medical examiner of O The 
meeting starts at 10:30 a. m. Nov. 38 
with a paper on “Underwriting of Avia- 
tion Risks,” by W Menge, vice. 
president Lincoln National Life, fol. 
lowed by discussions. E. E. Taylor, 
medical director Woodmen of the 
World, Denver, will deliver a paper on 
“Duodenal Ulcer,” after which there 
will be a discussion of it. In the after. 
noon there will be a round table discus- 
sion of various topics followed by the 
election of officers. 





Home Life Agents 
Now on 5-Day Week 


The field organization of Home Life 
of New York this week began operating 
on a five-day week. The idea was en- 
thusiastically endorsed by the company’s 
managers at recent regional conferences. 
In submitting the plan to the managers 
for their consideration, W. P. Worth- 
ington, vice-president and superintendent 
of agencies mentioned the recent reduc- 
tion in the home office hour schedule and 
said he felt it was highly desirable for 
the branch offices and agents to operate 
on a similar schedule. While it is 
neither practical nor desirable, he said, 
for the agent’s work schedule to con- 
form to a rigid pattern, there is much 
benefit to be derived “if we can have 
every man completing his objectives for 
the week in five days with the resultant 
long weekend of relaxation.” 

Mr. Worthington said that while the 
first restriction might be that the re- 
duced work week would result neces- 
sarily in reduced earnings, the company’s 
opinion was that it can be accomplished 
without impairing present results be- 
cause the “balanced field activity pro 
gram” has solved the agent’s prospecting 
problem and enabled him to work al- 
most exclusively by appointment and 
because the average sale, for the first 
time, is in excess of $10,000 for a nine 
month period, and that these two fac- 
tors combine to make it possible for an 
agent to produce satisfactory results im 
earnings by serving fewer clients more 
carefully selected. 





Mutual, N. Y., Field Club 
Increases 16% in Year 


A 16% increase in number of qualifier} E 


for the National Field Club of Mutual 
Life of N. Y. over 1934 was reported. 
The increase of 47 raised the total t0 
339. This is the greatest number since 
1931. ; 

The leading three agencies in numbet 
of club members are, New Orleans, mat- 
aged by R. F. Lawton; Oakland, Cal, 
managed by A. C. Nelson, and Los Ar 
geles, managed by G. A. Sattem. 

Other leaders in members are: 
Colo., managed by C. C. O’Neal; Des 
Moines, managed by T. B. Read; Sal 
Francisco, managed by G. W. Hay; Bil 
lings, Mont., managed by R. H. Smith 
Seattle, managed by J. P. Mulder; Ah 
bany, managed by R. H. Langford; Balj 
timore, managed by R. C. Wonderlic. 
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the right 
ounula 


Take a good company with 
add 


. and 


adequate facilities . . . 
an ambitious agent . 

you have the formula for 
Sontinuous growth. It is 
significant that Continental 
Assurance has grown each 
and every year since incep- 
tion . . . a record impossible 
of attainment without cor- 
responding growth on the 
part of individual Conti- 
nental field units. Our 


formula must be right. 


One of America’s Largest, Strongest 
Life Insurance Institutions 





ud ASSURANCE COMPANY 


f Mutual 
reported. 
total to 
ber since 


derlic. 





CHICAGO, ILLINOIS 


Affiliates: 
CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 











Reviews Record 
Since Pearl Harbor 


Following the October directors meet- 
ing of National Life, President Elbert S. 
Brigham gave a 
summary of the 
company’s progress 
during World 
War 2. 

From Pearl Har- 
bor to the present, 
n.o t w i-th 
standing the great 
outpouring of funds 
for war financing 
and taxes on the 
part of every indi- 
vidual, National 
Life has enjoyed 
expansion in every . 
department, he said. 
In 1942 the amount of new insurance 
sold was $41,286,733, in 1943 $47,643, 733, 
in 1944 $61,572, 948 and in the first nine 
months of 1945 $56,098,370. 

Insurance in force Dec. 31, 1941, $600,- 
130,230, increased 20.6% to $723,777,031 
on Oct. 1. Assets increased $67,298,233 
during the war and on Sept. 30 totaled 
$305,540,013. Premium income during 
war ‘time amounted to about $108,000,000 
and payments to policyholders and bene- 
ficiaries were $66,360,610. Of the pre- 
mium income $92,726,769 was invested 
directly or indirectly in FHA loans, 
mostly for war housing, and government 
bonds. 


Real Estate 


The amount of real estate held by the 
company on Sept. 30 was the lowest it 
has been in 17 years, he stated. War 
death claims paid since Pearl Harbor 
number 410 and amount to $1,319,498. 
Generally speaking mortality for the war 
period has been low. 

National Life has expanded its protec- 
tion by introducing during the war ju- 
venile insurance at age zero and sub- 
standard insurance, and it has developed 
employe protection. through pension 
trusts, he said. 


Agents Hold Forum On 
Compensation and Pensions 


NEW YORK—A frank discussion of 
agents’ compensation featured an off- 
the-record forum, which also debated 
pension plans for agents, agency prac- 
tices code, and professional obligations, 
at a meeting of the New York City Life 
Underwriters Association on Oct. 29. 

The forum was preceded by a Victory 
Loan breakfast at which Frederick W. 
Gehle, state chairman of the war fi- 
nance committee, was the principal 
speaker. Lt. John S. Peyton of the 
army also addressed the group. John M. 
Fraser, general agent Connecticut Mu- 
tual, presided. 

The subjects and moderators at the 
forum were: agents compensation, C. 
Lamont Post, independent; pension 
plans for agents, David Marks, Jr., New 
England Mutual; agency practices code, 
Sidney Wolkenberg, Union Central; our 
professional obligations, Harold N. 
Sloane, Prudential. 


Carnival Honors President Becker 


Franklin Life agents are staging a six 
week campaign ending Nov. 30 in honor 
of President Charles E. Becker’s birth- 
day on Nov. 13. A carnival theme is 
being used with agents running conces- 
sions in honor of “The Big Boss of the 
Show.” The announcement featured a 
colorful background of carnival tents and 
ballyhoo, with barkers inviting one and 
all to step right up to join in the fun. 
At the end of the third quarter Franklin 
Life’s new sales showed a 72% increase. 





E. S. Brigham 











Capt. Jack Moore, for five years in the 
army, has rejoined his father, Joseph 
Moore, in the Moore & Moore agency, 
Green Bay, Wis. Capt. Moore will han- 
dle fire, casualty and general lines, while 
Joseph Moore will continue as state 
agency director of North American Life. 








The following is a letter written by 
the widow of a Bankers Life policy- 
holder who left the proceeds of a 
$10,000 policy with the company to 
be paid to her in monthly install- 
ments: 


“Dear Friends of the Bankers Life 
Company: Surely you have proved 
the truth of the adage ‘A friend in 
need is a friend indeed,’ for the Bank- 
ers Life has provided our only income 
since the death of my husband 15 
years ago. During these 15 years never 
once has your check failed to reach 
me promptly each month. 


“You have kept us in comfort and 
educated my son to be a Minister 
(soon to leave with his family as a 
missionary to Africa) and my two 
daughters as Registered Nurses—one 
a First Lieutenant in the Army (re- 
turning home today after 18 months 
overseas) and the other a Lieutenant 
(j. g.) in the Navy. 


“We, as a Christian family, trust 
God for our material needs as well as 
our spiritual, and since God has said 
‘If any provide not for his own, and 
specially for those of his own house, 
he hath denied the faith and is worse 
than an infidel’ (I Timothy 5:8) we 
feel He guided my husband in select- 
ing your Company as our guardian, 
that we might have the best care. 


“Having moved during the years 
we have come to know several of your 
and the unfailing 
courtesy of each one has made us feel 


representatives 


they were more interested in our wel- 
fare than all other policyholders in 
the Bankers Life family. 


“Will you accept our sincere thanks 
and extend our thanks also to the 
faithful 


served us?” 


staff members who have 
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Take More Personal Responsibility 
(CONTINUED FROM PAGE 3) 


TODAY’S POLICIES 
AT YESTERDAY’S RATES 


Bastitvs IT OR NOT, 
many persons are still buying life insurance 
from us at the old 3%% reserve rates effective 
10 years ago. They get Ordinary Life, for in- 
stance, at $20.82 per thousand at age 35. 


How do they get this break? 


Because a standard provision in Occidental’s 
Convertible Term policies guarantees the Ordi- 
nary Life rates that will be given the policy- 
holder in his converted policy —the rates in 
effect at the date of original issue. 


Policyholders who bought Term insurance 
years ago are thus buying new permanent 
policies from us—at original rates. And those 
who buy Occidental Term insurance today re- 
ceive a contract guarantee that they may later 
convert to Ordinary Life at rates now in effect. 
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SECURITY 
ts a simple matter! 





With a Bankers Mutual Life contract, 
tailored to your measure. An Agent's 
and Policyholder's Company “where 
the Agent reigns supreme". 
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life insurance and the inspiration that 
those general agents could give him. 
Today, however, said Mr. Coffin, the 
agency head has to change his thinking. 
He has got to stop being an executive if 
he wants to build a full time organiza- 
tion and start becoming an associate 
of his agents. 

“This business of being an executive 
has got awfully deep,” he said, “and 
it is particularly bad in the ranks of 
managers and generai agents in New 
York City. You’re going to have to 
stop delegating so much, to stop ex- 
pecting $200 a month supervisors to do 
your work for you. Let me ask you, 
at what point in your career did you 
do your best recruiting job? You'll find 
that it was in your first year or so. 
Why? Because you were doing it your- 
self and not shoving it off on someone 
else.” 

Mr. Coffin said that he did not mean 
that no more large agencies would be 
developed in the future and in fact he 
thought that large-volume agencies 
could be developed but that the volume 
would come from a small number of 
agents. He emphasized that there would 
be no mass recruiting if this high vol- 
ume per man were to be brought about. 
The job will require the manager to 
exercise his knowledge and personality 
in developing these new men. In many 
agencies this work has got completely 
away from the head of the agency, he 
said. 


Cites Two Extremes 


There are two extremes in home office 
thinking in the matter of developing 
manpower, said Mr. Coffin. One is that 
the company is responsible for training, 
selection, sales philosophy, financing, 
sales promotion, etc. The other extreme 
is that the home office will do nothing 
except provide sales material. Most 
companies he said, are to be found in 
the middle area between these two ex- 
tremes. 

The manager for a company at the 
first end of the scale has less freedom 
of action than the manager at the other 
end, said Mr. Coffin, and it is up to 
the individual manager to choose ac- 
cording to his personal preferences in 
this respect. In any event, he pointed 
out, “you won’t find the company tak- 
ing all the risk and letting you take all 
the profits.” He advised the manager 
to find out where his company stands, 
what functions it will be responsible for 
and then appreciating that he has to do 
the rest himself, since the complete job 
has to be‘done by someone. Mr. Coffin 
emphasized that no matter where a 
manager’s company stands in the scale 
of assuming all functions or letting 
the manager handle practically every- 
thing, “the company can never take your 
place in leadership—that is yours and 
that is the reason for your being there.” 

“You may not like the things that 
you will have to do in the period ahead,” 
said Mr. Coffin, “but if you are saying 
so secretly it is probably because you 
have lost your skills and no one likes to 
do those things he is not skilled in. 
But you must have had this skill at one 
time or you wouldn’t have been ap- 
pointed.” 

The manager, he said, must recognize 
one thing, which he may or may not 
have done, and that is to build a reputa- 
tion for making men successful. If he 
has it, that is fine but if not then the 
job is ahead and there is no better way 
than to start out with the first man 
taken on. Mr. Coffin emphasized the 
importance of having the right under- 
lying philosophy since if that exists 
there are numerous sources of methods. 

Denying that New York is funda- 
mentally any different from any other 
city, Mr. Coffin said that it is a collec- 
tion of villages not in the sense of 
political subdivisions but of social and 
cultural entities in which the managers 
can build men the same as in any other 
community. He expressed the opinion 


that the top and bottom economic levels 
are intensively covered in New York by 
advanced underwriting specialists for 
those with big incomes and by industria] 
agents for those in the lowest income 
groups but that there are thousands jp 
the middle stratum who are not as thor. 
oughly solicited as in a city of 25,000, 


Stuart Smith’s Talk 


Stressing the desirability of building 
an agency around a complete and well 
understood merchandising system, Stuart 
Smith said that this plan shows up an 
incipient slump long before it affects 
an agent’s production, that it permits 
the hiring of agents who will fit into 
the system rather than trying to fit the 
system to the agent, that it facilitates 
developing staff men from agents be. 
cause all are familiar with the tech- 
niques, that it simplifies financing be- 
cause it is easier to measure performance 
indications than actual results and that 
with everyone operating under the same 
system there is a tremendous sense of 
power in having 40 or 50 intelligent men 
working on the same problem and going 
along the same track, for it is an ex- 
tension of the principle that two heads 
are better than one. 

Not the least important aspect of hav- 
ing a system is that when a man be. 
comes discouraged he becomes not dis- 
couraged with the life insurance business 
in general but with his own failure to 
lick some particular skill or point of 
procedure. It is like the golfer who 
knows he is weak on his iron shots. He 
does not become discouraged with golf 
but goes to work on improving his iron 
shots. Application of this principle 
means that only the minimum number 
of men will be lost from the agency. 


SPOTS TROUBLE 


Illustrating the way that a system 
stops trouble in advance and permits a 
remedy before it is too late, Mr. Smith 
said that in his agency he gets sum- 
mary reports on his agents and if it 
shows for example that an agent is get- 
ting a progressively lower ratio of an- 
alyses obtained to attempts or sales to 
sales attempts it is a warning signal and 
shows that the agent is slipping in an 
important part of his work, even though 
his actual production may still be ata 
high level. If these significant ratios 
were not improved, they would eventu- 
ally result in lowered production. 

Mr. Smith particularly emphasized 
that after deciding upon and instituting 
a system for the agency it will often 
-be necessary to refuse to take on many 
men who might. produce substantial 
amounts of business and who would not 
fit into the system. 

“The agent of the future,” he said, 
“is not an agent to sell insurance but an 
agent to sell insurance in your agency 
and to sell on your very thoughtfully 
conceived plan of operation.” 


“Your Own” the Best System 


Asked what system he considered the 
best, Mr. Smith said that “the best sys- 
tem is the one that you use, reduced to 
techniques.” There must be a_ pros- 
pecting technique, successful approach 
technique, and successful presentations 
and other processes involving merchan- 
dising, all reconstructed in teachable, 
written form. Mr. Smith also empha- 
sized that no matter what the size of 
the manager’s agency, he has a capacity 
to hire only so many men and hence 
there is no making up for the war years. 

In response to another question, Mr. 
Smith said that his agency used _ the 
aptitude test, the intelligence quotient 
test, and the background knowledge test 
but only in a negative way, that is the 
test results were not allowed to influ- 
ence the acceptance of a man but they 
might raise a question as to his accept- 
ability. He placed the greatest reliance 
on the background knowledge test, saying 
that apparently those who observed what 
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was going on around them got along bet- 
ter, whereas sometimes men of high in- 
telligence turned out poorly. 

Asked if he had a systematic plan for 
obtaining prospective agents, Mr. Smith 
said that his agency examined the cli- 
entele of every agent and asked the 
agent who would be a good man in the 
life insurance business. It is not up to 
the agent to say whether he thinks it 
would be possible to get such a man 
but only whether he would do well if 
taken on. In presenting the life insur- 
ance business to prospective agents the 
agency's system of operation is the en- 
tire basis of the talk. 

Mr. Chapman, in his talk on the post- 
war future of the life insurance business, 
said that the manager is responsible for 
the type of agent, who in turn is re- 
sponsible for the public’s satisfaction or 
dissatisfaction with the life insurance 
business. The manager he said, has a 
complex, difficult job. He must be at 
one and the same time sales manager, 
office manager, actuary, teacher, lawyer, 
psychologist, business and tax expert, 
actor, organizer, personal. producer, 
leader, father confessor, community 
leader and the like. 





JOB IS COMPLEX 





It is true, he said, that the job is 
complex and big but the day has passed 
when by dint of a winning personality, 
a good personal production job or the 
sweat of one’s brow a man is thereby 
qualified to be a manager of men. 
Rather, the whole course of the industry 
in recent years has been to emphasize 
that the successful manager is a man 
who can build quality men. 

Mr. Chapman told of an agency offi- 
cers meeting in Chicago 25 years ago 
at which one agency executive told of 
having contracted 4,277 new men dur- 
ing the year, of whom 4,266 had been 
terminated, with a net gain of 11 agents 
—thereby winning applause for the ex- 
cellent job that he and his company 
were doing. Yet, another speaker on 
the same program decried the “insati- 
able appetite for humans” which char- 
acterized the life insurance business and 
spoke of the need for doing something 
about it. A third man, Professor Wal- 
ter Dill’ Scott of Northwestern Uni- 
versity, spoke of the possibilities of sci- 
entific selection and was almost scoffed 
at by many prominent agency men who 
thought his proposal pure fantasy. 


Now an Accomplished Fact 


Today, however, scientific selection is 

an accomplished fact, said Mr. Chap- 
man. It has been proved, he said, that 
“we can scientifically select by meas- 
uring personal history and a man’s per- 
sonality characteristics by means of the 
aptitude index.” However, the process 
is being refined still further and at pres- 
ent 20 other tests are being tried out 
by the bureau in search for ways to 
improve selection. The agency man of 
tomorrow cannot afford not to be a 
Eecotioner of scientific selection, he 
said. 

As for training, it has now come of 
age, its importance and necessity are 
recognized, and in the next 25 years the 
manager has got to be a competent tech- 
nician. Paraphrasing one of the basic 
Principles of the training-within-industry 
program, Mr. Chapman said that the 
Manager must be a good trainer because 
he knows that if the agent has not 
learned the manager has not taught. 


Leadership Will Be Vital 


With respect to the human rela- 
tions problem, leadership, the human 
factor, the morale studies of the bureau 
and currently the bureau’s job satisfac- 
tion studies remind management of the 
Price it is paying for disregarding the 
human factor, he said, adding that in 
the years ahead, good leadership will be 
the most important single factor in the 
manager’s success pattern. 

“You have given thought and study 
to other changing trends,” he said, “the 
Tecent trend throughout the world for 


social and economic betterment; the de- 
velopment of the social security pro- 
gram; new regulations, taxes, relation- 
ship between employer and employe; 
new problems in connection with the 
accumulation of wealth; new uses in mar- 
kets for life insurance; the recent de- 
velopment and awareness of the concept 
of life values of employes by business. 
At your meeting here last May you con- 
sidered salary savings, group insurance, 
pension trusts, group annuities, mass or 
wholesale selling; the industrial debit 
agent’s share of the market, etc. 


Change Is Inevitable 


“Job satisfaction of the agent; non- 
vesting versus vesting of renewals; con- 
tinuous renewals or service fees; lifetime 
and salary contracts; the independent 
contractor versus benevolent regimenta- 
tion; pension plans for agents; public 
opinion surveys; cooperation among in- 
stitutional associations have all been sub- 
jects which you have studied and are 
concerned with. These and many more 
problems and trends are currently being 
discussed, and acted upon. We are in 
a process of transition. But change is 
inevitable. Change is the normal situa- 
tion if we are to show progress.” 

Mr. Chapman emphasized that man- 
agers who meet the responsibility and 
opportunity which lie ahead of them 
will be rewarded not only in dollars and 
cents but will also be rewarded “with 
the far greater satisfaction of knowing 
that as you build men, you are building 
America.” 

Timothy W. Foley, State Mutual, as- 
sociation president, conducted the morn- 
ing ‘session and Clifford L. McMillen, 
Northwestern Mutual, presided in the 
afternoon. H. F. Gray, Connecticut Mu- 
tual, was chairman of the planning com- 
mittee and S. S. Wolfson, Berkshire 
Life, was chairman of the program com- 
mittee. 





Research Bureau Trying 
Out New Tests for Agents 


Members of life underwriters associa- 
tions in Pittsburgh, Harrisburg and 
Philadelphia took a battery of tests this 
week as part of the Sales Research Bu- 
reau’s program of evaluating some 20 
standard tests with the object of evolv- 
ing a test which will, in conjunction 
with the bureau’s aptitude index, help 
to predict more accurately the degree 
of success to be expected from pros- 
pective agents. 

The giving of tests to established 
agents should show what type of scores 
are associated with successful produc- 
tion and whether test results may rea- 
sonably be expected to have any signifi- 
cance in predicting new agents’ success. 
After the significant tests or combina- 
tions of tests have been chosen, it will 
still be necessary to check the results 
with new agents to see how much value 
they have in forecasting success. 

Local associations in Newark, Roches- 
ter, Buffalo and Syracuse have already 
cooperated in this program and the 
members have proved very responsive. 
Members of the New York City asso- 
ciation will take the tests Nov. 9, and 
a similar program is scheduled for In- 
dianapolis Nov. 16. 

A. K. Kurtz, research associate of the 
bureau, who is in charge of the pro- 
gram, has arranged for giving tests in 
a number of other cities through the 
cooperation of local associations. It is 
understood that the National Associa- 
tion of Life Underwriters is facilitating 
the arranging of the test programs 
among the local associations. 





Industrial L. & H. 54 Years Old 


Industrial Life & Health of Atlanta 
celebrated its 54th anniversary with 125 
representatives from seven southeastern 
states in attendance. Two days of the 
business session were featured by special 
addresses, devoted principally to discus- 
sion of the company’s operations. 

Governor Arnall of Georgia spoke at 
the banquet. 
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Sounds Technical, 
But It Adds Up... 


We use the American Men 
Table, and 344 percent rate 


2 
bs 


We use Full Net Level Reserve 
basis . 


We sell only at level pre- 
miums. 





This would make a poor 
sales talk to a prospect, .. . but, 
interpreted into plain English, 
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Dangers, Needed Changes in SS 
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titioners on their: toes and up to date. 
The cost of medical and hospital care 
would be reduced. Such centers would 
greatly facilitate voluntary prepaid medi- 
cal plans, and would be financed either 
publicly or privately through gifts, en- 
dowment, cr otherwise. 

Commenting on the changes _ pro- 
posed in the Wagner-Murray-Dingell 
bill, which he predicted would be taken 
up shortly after Congress gets rid of 
some of the more pressing legislation 
now on its calendar, Mr. Linton said 
that the bill would provide medical and 
hospital care for 110 million people, all 
furnished by government agencies, and 
the cost to be covered by increased pay- 
roll taxes. Doctors would work on 
panels. Allegedly there would be a 
freedom of choice, he said, but doctors 
actually would-be under control of gov- 
ernment agencies. The doctors them- 
selves vigorously oppose this plan, and 
believe that political medicine would 
replace private practice under such a sys- 
tem. It would provide a haven for sec- 
ond and third rate doctors. How would 
such doctors be compensated, per visit? 


The number of visits would increase. 
New Zealand is having a terrific time 
with the per visit plan. 

Hospitals would find it extremely 
difficult, if not impossible, to stay out 
of such a plan, even though theoretically 
they are supposed to have a freedom of 
choice. They also are vigorously. op- 
posed to the proposal. The Blue Cross 
plans would be destroyed, and the hos- 


pitals “believe that regimentation would 


destroy their present high standard. 

The greatest weakness in the present 
coverage of old age and survivor’s insur- 
ance of the social security system is that 
it is incomplete, Mr. Linton said. 
There is a considerable in and out move- 
ment from covered to uncovered groups 
and vice versa, he said. Millions pay 
and get no useful credit. Coverage 
should be extended promptly, he recom- 
mended. 

About 1,100,000 individuals, including 
retired workers and their wives, widows 
and children were receiving benefits as 
of July, he said. 

The Wagner-Murray-Dingell bill 
would raise the minimum social security 
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payment to $20 and the maximum to 
$120 per month. The raising of the 
minimum is desirable, Mr. Linton said, 
but raising the maximum is undesirable. 
Benefits should be kept at a subsistence 
level. 

The bill also suggests reduction in re- 
tirement age for women to 60, but the 
extra cost of this eventually would be 
from 1 to 1%% of payroll, and the 
money could be better used in other 
directions, Mr. Linton believes. 

The whole problem of financing 
O.A.S.I. is being studied by a com- 
mittee for the House ways and means 
committee. The chairman of the com- 
mittee is Leonard Calhoun, an attorney 
from the south, assisted by R. B. Rob- 
bins, vice-president of Teachers Insur- 
ance & Annuity, and Keith Grange of 
Metropolitan Life. The committee 
should have an extremely helpful report 
before the end of the year, Mr. Linton 
said. Senator Vandenberg has _indi- 
cated that he dislikes the annual one 
man fight he has been conducting to 
hold the taxes to 1% for employer and 
employe, and Mr. Linton suggested that 
some permanent and satisfactory plan 
of financing should be evolved. 


Another Bad Feature 


The Wagner-Murray-Dingell bill 
would abolish the state system of un- 
employment compensation and make 
everything federal, Mr. Linton said. It 
would make benefits uniform through- 
out the United States. It would pro- 
vide a waiting period of one week and 
benefits up to $30 a week for 26 weeks 
plus the addition of temporary disability 
benefits and cash benefits for being too 
ill to work. 

Nationalization is a very dangerous 
and reactionary move, Mr. Linton as- 
serted. It has tremendous political con- 
sequences. It would cost excessively. 
The state-federal plan should be re- 
tained. It is being constantly improved. 
Cash sickness benefits suggested in the 
Wagner-Murray-Dingell bill might be 
tried on a state basis. Rhode Island has 
already tried the idea and has found a 
number of headaches in it. 


Could Cost 20% 


Complete social security might cost 
up to 20% of payrolls, Mr. Linton 
warned. It is obvious that somebody 
must work longer hours to take care of 
those who are not working, who are too 
young or too old, who are ill or disabled, 
or who are unemployed. How many 
additional hours is the country willing 
to work to provide a given standard of 
living for these groups? If the stand- 
ard is raised too high, marginal work- 
ers may be tempted to quit work and 
get on the benefit rolls, which would be 
extremely serious, he said. Those still 
working would have to work still harder. 
The question is not so much, “is social 
security a thing worth having?” but 
rather “what level of social insurance is 
it safe to provide, and how much are we 
willing to sacrifice to provide it?” 

Having reached a reasonable level of 
care for aged, unemployed, sick, blind 
and dependent children, shall the coun- 
try then decide to raise the level by 
working to produce the necessary goods 
and services, or will it be more inter- 
ested in the welfare of the nation gen- 
erally, Mr. Linton wondered. Will it 
decide to raise its standard of living 
apart from social insurance beneficiaries, 
or will it decide in favor of more leisure 
time? These are the kind of basic 
questions the country will be compelled 
to answer. ; 

Undoubtedly the country can pro- 
duce goods and services required to 
make reasonable pensions for the aged, 
unemployed, and those in need of medi- 
cal and hospital care. Since large sums 
already are being spent in these cate- 
gories, the net increase for a compre- 
hensive program is not as large as it 
might seem at first to be. The problem 
is to develop practicable plans which 
eventually will accomplish objectives 
without undermining the country’s 
democratic institutions. 

Social security measures can under- 
mine the people’s initiative as a nation 
and can make millions look to govern- 


ment for the solution of all their prob. 
lems. They can weaken the will to pro. 
vide for themselves. Social security is a 
fertile field for the political demagogue, 
and any party in power could use the 
system to influence votes. Hence the 
probability is increased that it could not 
be dislodged. 

The solutions are not easy, and they 
are not to be achieved by turning every- 
thing over to a centralized bureaucracy, 
Mr. Linton declared. That is one way 
not to solve them, he said. It is a sure 
way to produce something far worse 
than what is sought to be cured. The 
solution requires an appropriate combi- 
nation of individual initiative, private 
agencies, and governmental agencies, lo- 
cal, state and federal. 


Maj. Miller Heads Division; 
Capt. Birch Assistant 


Maj. Floyd R. Miller has been as- 
signed as chief of the government life 
insurance section of the office of the fis- 
cal director, war department, to succeed 
Lt. Col. H. Ladd Plumley. The latter 
recently was released from active duty 
with the army. Capt. Merritt A. Birch 
has been named as Maj. Miller’s asso- 
ciate. 

Maj. Miller was engaged in agency 
work with commercial companies in ci- 
vilian life and was associate general 
agent of Guarantee Mutual Life at 
Omaha just prior to entering service. 
He is a C. L. U. During his period of 
service in the army, he has been life in- 
surance officer, seventh service command 
headquarters, Omaha, and went to the 
war department as Col. Plumley’s asso- 
ciate about five months ago. 

Capt. Birch was associated with Aca- 
cia Mutual Life prior to his entry into 
the service. He has served overseas and 
was transferred to the war department 
from Walter Reed hospital, where he 
was life insurance officer. 








Canadian Superintendents to Meet 


Though travel conditions may restrict 
attendance figures to a minimum, the 
annual meeting of the superintendents 
of insurance of the provinces of Canada 
will be held in Quebec Nov. 11-15. It is 
understood that key topics ‘will center 
around automobile insurance, including 
proposed highway safety responsibility 
laws, new methods of setting premium 
— and extension of the assigned risk 
plan. 





Girard Life Meeting 


Girard Life held a conference of its 
general agents in the west at the Edge- 
water Beach Hotel, Chicago, this week. 
Vice-president Geo. A. Adsit was in 


~ RECORDS 


Equitable Life, Iowa—Paid life insur- 
ance for September was $4,591,000, a 
= ——- or 46.1% over Septem- 
er, : 

Paid life insurance for ‘the year to 
date.amounts to $49,349,000, the best 9 
months of the year record since 1930 
and a gain of $9,479,000 or 43.8% over 
record for the same period of last year. 

Boston Mutual Life—For the first eight 
months reports a combined insurance 
gain of $6,170,125. For the same period 
there was an investment gain of $306,- 
817; a gain from insurance operations of 
$34,9993, and from moftality of $193,598. 
In July and August there were 67 death 
claims resulting from military and naval 
service. 

Columbus Mutual—Insurance in force 
on Sept. 30, totaled $179,000,000, a gain 
of $8,500,000 or 18% for the first nine 
months. New totaled $14,125,000, a 14% 
increase. Further increases were shown 
in the average adult male case which 
stands at $3,930. Juvenile and female 
adult busines is brisk. Approximately 
25% of the applications being submitted 
are on children constituting 15% of the 
total volume. Insurance on adult fe- 
males represents 15% of the applications 
submitted and 139, of the volume. 

Conservation showed a further im- 
provement with:-68%, of Columbus Mu- 
tual agents having a renewal of 95% 
or better with 50% showing a 100% 
renewal. 
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—_ 


speak at the luncheon Wednesday was 
shifted to the regular program in place 


| of Mr. Harrison. 


Holgar J. Johnson, head of the Insti- 
tute of Life Insurance, was drafted as 
the luncheon speaker. He talked about 
the practical work being done in public 
relations. The organization is endeavor- 
ing to translate the story and work of 
life insurance for the people. It is nec- 
essary, he said, to deal with groups, to 
concentrate on one until its good will is 
secured. Public relations, he said, is 
common sense in business. 


President Lee’s Report 


Financial and industrial leaders must 
direct their skill and talents to the study 
of the science of human relations and 
government to meet the problems of 
the day, President Lee declared in his 
report. With such a large percentage 
of life company assets invested in gov- 
ernment bonds, “it is our business to 
take an active interest in the manner in 
which the debt is to be serviced and 
refinanced,” he said. To meet the de- 
mands for public housing and such de- 
velopments it is essential that invest- 
ment laws and regulations be kept 
abreast with changing conditions and 
opportunities. 


Has 208 Members 


The A.L.C. now has 208 members, 14 
having been admitted during the year, 
Robert L. Hogg, A.L.C. manager and 
general counsel, reported at the open- 
ing session. A.L.C. companies hold ap- 
proximately 96% of legal: life insurance 
in force in the U. S. 

A strong plea for strengthening state 
supervision through the adoption of uni- 
form statutes covering insurance de- 
partment personnel was presented by 
Commissioner McCormack of Tennessee, 
president National Association of Insur- 
ance Commissioners, at the luncheon 
the first day. He urged companies to 
take an active part in formulating stand- 
ards. Mr. McCormack was very em- 
phatic that federal supervision would 
not be put into effect. 

From a legal point of view the ter- 
mination of war is a complicated mat- 
ter, Robert A. Adams, general counsel 
American United Life, pointed out at 
the first afternoon session. Three years 
elapsed after the last war before a legal 
peace existed and it is not likely that 
the recent conflict will be officially ter- 
minated until a government is estab- 
lished in Germany so that a peace treaty 
can be signed. 

The Life Insurance Medical Research 
Fund is ready to start operation with 
annual contributions of $578,000 from 
148 companies pledged, M. A. Linton, 
president Provident Mutual Life and 
chairman of the joint committee on 
medical research, reported at Thursday, 
morning’s session. A scientific director 
is to be named. At the start the fund 
will concentrate its research on diseases 
of the heart, he explained. 

Emphasizing that both countries have 
a fundamentally similar approach to 
things political, E. K. Williams, Winni- 
peg, president Canadian Bar Associa- 
tion, outlined the development of re- 
lationship between the two countries. 

The American Service Bureau, closely 
associated with but financially indepen- 
dent of the Convention, has shown op- 
erating gains in each of the last 25 
years, Lee Parker, manager, reported. 
He said now that the war is over the 
bureau plans to increase its service fa- 
cilities. 

Life companies are free to operate 
under the standard nonforfeiture and 
Valuation laws in 34 states containing 
68% of the country’s population, Alfred 
W. Guertin, actuary of the American 
Life Convention, said in opening .the 
forum on such legislation at the closing 
session of the meeting. New York, Lou- 
islana and District of Columbia legisla- 


tures will meet in 1946, leaving 12 states 
to pass the legislation in 1947 if there 
is to be a common operative date Jan. 1, 
1948. He said there is lacking vigorous 
support of the legislation by some in- 
surance departments, largely on the 
ground surrender charges are excessive. 





Insurance Interests to 
Attend U. S. Chamber 
Construction Parley 


WASHINGTON—Life, casualty, 
surety, fraternal and agency interests 
were scheduled to be represented at a 
U. S. Chamber of Commerce construc- 
tion industry advisory council meeting 
here this week, as follows: 

American Life Convention, President 
Laurence F. Lee, Peninsular Life, Jack- 
sonville, Fla.; Association of Casualty 
& Surety Executives, J. Dewey Dorsett, 
general manager, and Charles L. Phil- 
lips, executive vice-president, U. S. F. 
& G., Baltimore; Life Insurance Asso- 
ciation, Ralph Limber; National Asso- 
ciation of Surety Bond Producers, H. 
Phelps Smith, secretary, Nashville, and 
Durel Black, vice-president, New Or- 
leans; Surety Association of America, 
E. Vernon Roth, secretary, New York; 
Arthur M. Clark, vice-president, Na- 
tional Surety, New York, and Charles C. 
Conlon, vice-president, U. S. F. & G.; 
National Association of Insurance 
agents, H. F. Warner, chairman fidel- 
ity and surety committ, Kansas City, 
and Oscar West, Washington represent- 
ative; National Fraternal Congress, Fos- 
ter F. Farrell, secretary, Chicago, and 
Farrar Newberry, president, Omaha. 


National, Vt., Training School 


Another two-weeks training school for 
general agents and agents is being held 
by National Life of Vermont at the 
home office, mainly for Pacific Coast rep- 
resentatives. They will be joined next 
week by a number of New England gen- 
eral agents. Two have just been released 
by the army, Harry J. Terwilliger, who 
is resuming his general agency at Platts- 
burg, N. Y., and H. Lacy Daniel, who is 
resuming his general agency at Birming- 
ham, Ala. 


Mason Marks 20th Year 


Merritt Mason observed his 20th an- 
niversary as general agent of Northwest- 
ern Mutual Life at Toledo. Grant Hill, 
director of agencies, and J. P. McDon- 
ald, agency secretary, spoke. 


Will Meet at Lake Tahoe 


Lake Tahoe, Cal., has been selected as 
the site for the 1945 production club con- 
vention of General American Life. De- 
tails of the gathering will be announced 
in the near future. 














. President T. A. Sick cuts the first slice 
of Security Mutual Life’s 50th birthday 
cake at observance in Lincoln. 
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NION CENTRAL has a ‘practical “Welcome Mat” 
out for every returning U. C. Veteran. Consists of a 
series of sales aids to help these men again become 
producers in the shortest possible time. 


An announcement card is sent out telling that the 
veteran is returning—a letter is mailed over the 
agent’s signature welcoming him home—each vet is 
given free circularization—prospecting assistance is 
provided—free mailing pieces are sent out for a year 
and every ex-serviceman is supplied with stationery, 
cards, calendars and birthday cards. 


Another reason why Union Central is known as 
“an agents’ company.” 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 





Over $500,000,000'in Assets 








18 


HieNATIONAL UNDERWRITER 


November 2, 1945 §. 








EDITORIAL 


COMMENT 





Protection for Employes 


In connection with the effort of em- 
ployers to assist their employes or pro- 
tect them it is interesting to see the 
trend of thought as reflected in insur- 
ance. The employer who feels no re- 
sponsibility about the welfare of his em- 
ployes cares little about them. He 
gets as much out of them as he can. 
He begrudges any trifling favor that he 
may show. 

Then comes the concern that does 
have a care for its employes. For 
example an employe, perhaps very hum- 
ble, dies. What is the responsibility 
of the employer at that time? Shall 
he let the incident pass by without any 
particular notice or does he desire to 
have some sort of a program that will 
ease his conscience? To do this he 
takes out group life insurance. It may 
be $1,000 for the death of an employe. 
Therefore he sends the $1,000 to the 
beneficiary and that helps some. It 
means that he is not saying good-bye 
to his employe in a cold, unfriendly way, 
but he is .willing to do at least. some- 
thing. | 

Another employer may go farther. 
He carries group life insurance but he 
also has group accident, health and 


hospitalization or at least part of this 
combination. That shows a kinder and 
more generous heart. Then may come 
group annuities. The employer takes 
out a group annunity policy running 
for a certain number of years after a 
certain age or running during the 
rest of the lifetime. The annu- 
nity may not be so large but coupled 
up with social security it is something 
worthwhile. The employer in this case 
is very much interested in the employe 
himself. He favors this income for the 
employe rather than some plan that 
will do more for the family. 

He may take group life with this an- 
nuity plan which gives the family some 
protection: Then comes the employer 
who has a great interest in the man 
himself and his family. He. purchases 
a pension trust which provides for a 
certain amount in case of death which 
goes to the family. If the employe 
lives the pension starts at a stipulated 
age and is a protecting arm to the 
employe. It takes care of his old age. 
Often old age is more of a burden. to 
a household than death. Thus we have 
the steps up the ladder where life in- 
surance plays a prominent part. 


Preventing Claim Litigation 


The head of a legal department of a 
company who gave most of his atten- 
tion to claims remarked to his superior 
that he thought that his usefulness was 
just about over, as very few claims 
reached the litigation stage. He called 
attention to the fact that although last 
year premiums were higher than ever, 
the number of claims in dispute was 
much smaller. 

This attorney has been a thorough 
student of claims, their procedure, 
manner of handling, etc. He has had 
a very strong belief that a company 
should do everything possible to avoid 
litigation. Therefore his particular func- 
tion has been along the line of preven- 
tion. He has studied claims where 
there was dispute or any issue. If he 
scented trouble he immediately got to 
work to bring about a friendly settle- 
ment. He was following the course of 
physicians who give their attention 
much to disease prevention. His great 
work has been before actual trouble 
ensued. 4 

We are inclined to believe that this 
attorney’s services are more useful than 
ever and that he was not opening the 
way to his exodus from the company 


as he anticipated. There is a very defi- 
nite need for more prevention work in 
every company. Disputes may lead to 
ill feeling. No company can afford to 
irritate honest claimants provided they 
can be approached in a reasonable and 
sensible way. 

At times a company should put on its 
fighting regimentals. There may be 
some principle or real issue at stake 
that must be fought out. However, a 
great majority of disputes, irritations 
and misunderstandings can be cleared 
up and a better taste can thus be left 
in the mouths of policyholders. It 
would not be out of place to say that 
the manner in which a company han- 
dles its claims determines its reputa- 
tion to a large extent. The claim pol- 
icy of a company is a most important 
factor in its management. Every com- 
pany needs friends. A dissatisfied pol- 
icyholder is a poor advertiser. He can 
do much harm. 

We believe that the attorney men- 
tioned has done a splendid work in his 
company as a preventer of ugly dis- 
putes. He has saved his organization 
litigation. He has endeavored to keep 
company and policyholders in a friendly 


attitude. 


There is a big work to be prevention 


of unnecessary irritation 


done in every company in the way of over claims. 








PERSONAL SIDE OF THE BUSINESS _ 





Jack G. Oltorf, San Angelo general 
agent of Republic National Life, who 
qualified re- 
cently for 
the Million 
Dollar Round 
Table, en- 
tered the 
business 
seven years 
ago. His an- 
nual produc- 
tion has in- 
creased from 
$375,000 his 
first year to 
the current 
figure of $1,- 
125,229. Ev - 
ery applica- 
tion has been 
accompanied with cash for the full an- 
nual premium, and he has a persistency 
ratio of 98%. 

He has graduated in several insurance 
schools in life underwriting, estate anal- 
ysis and agency management. He has 
been an officer of the company Leaders 
Club, three times its president, and is a 
winner of the President’s Cup. He was 
recently elected a director of the com- 
pany. 

Maj. Joseph W. Johnson, Jr., eldest 
son of the president of Interstate Life 
& Accident, has been awarded the Le- 
gion of Merit for exceptionally meritori- 
ous conduct in the performance of serv- 
ices in Italy. He entered the army in 
1942 as a captain in the medical corps. 

He was chief of the new psychiatric 
service of the 300 general hospital divi- 
sions. 

Paul H. Roach, district superintendent 
of American United Life in Cleveland, 
is celebrating his 24th year of service 
and his 12th year as head of the Cleve- 
land agency. Entering active field work 
in 1929, after having previously been a 
member of the home office agency staff, 
Mr. Roach in 1933 was given the task 
of building an agency in Cleveland. 
His agency has consistently held a place 
at or very near the top in production. 

Warning that America as the “power- 
house of peace” will be the No. 1 target 
for future aggressors, John A. Steven- 
son, president of Penn Mutual Life, 
spoke at the annual Navy Day dinner in 
Philadelphia. Emphasizing that atomic 
and other new developments have ended 
time as an element in preparedness, Mr. 
Stevenson advocated constant alertness. 
He praised the navy as “the cheapest 
and most effective peace insurance,” and 
warned against any reduction of naval 
strength. 

Robert L. Moulton of Galion, O., 
Democratic minority leader in the Ohio 
house of representatives, has been ap- 
pointed director of commerce to suc- 
ceed James W. Huffman, recently named 
United States senator. The Ohio divi- 
sion of insurance is part of the depart- 
ment of commerce. 

Milton M. Gatch, branch manager Sun 
Life of Canada, Cincinnati, has returned 
to his desk after 3% years service in the 
Navy, most recently in the Pacific area 
as a lieutenant-commander on a trans- 
port. W. Scott Heim, who has served 





J. G. 


Oltort 


as branch manager during Mr. Gatch’s 
absence, will be appointed to another 
post. ’ 

A certificate of membership in the 
company’s Quarter Million Club has 
been presented to D. J. Patterson, dis. 
trict agent at Battle Creek, Mich., by 
Agency Secretary E. G. Atkinson of 
Alliance Life. 

H. O. Chapman, president of National 
Reserve Life, Topeka, accompanied Kan. 
sas Bankers Association officials on 4 
tour of the state in October conducting 
group meetings. 

Secretary James P. Bradley of Metro. 
politan Life received from Chairman F, 
H. Ecker in a ceremony at the home 
office a medal marking his 50 years of 
service with the company. Both Mr, 
Bradley and Mr. Ecker started as mail 
boys, Mr. Ecker having been employed 
in 1883. Mr. Bradley soon became as- 
sociated with the agency division and 
was appointed a superintendent of agen- 
cies in 1903, serving in that position un- 
til he was appointed secretary in 1935, 
During the ceremony C, J. North, vice- 
president in charge of field management, 
received his 25-year medal from Presi- 
dent L. A. Lincoln. 


J. M. Kelly of Fairbury, Neb., a sales- 
man of Bankers Life of Des Moines for 
21 years, was named vice-moderator of 
the Presbyterian Synod of Nebraska. 

John H. Evans, executive vice-presi- 
dent Ohio National, Cincinnati, has re- 
turned to his desk and is spending a 
few hours there daily after recovery 
from an illness of several months’ dura- 
tion. 

Robert J. Costigan, manager of Busi- 
ness Men’s Assurance, has been elected 
president of the Cooperative Club of 
Kansas City. 


DEATHS 


President of Old Line 
Life, Milwaukee, Dead 


John E. Reilly, 77, president of Old 
Line Life of America, died at his home 
in Milwaukee after a short illness. He 
had suffered a slight stroke Saturday 
evening but his condition was not con- 
sidered serious. With the late Rupert 
Fry, Mr. Reilly was one of the founders 
of Old Line Life in 1910 and became 
secretary-treasurer. When Mr. Fry asked 











-to be relieved in 1934 because of ill 


health, Mr. Reilly was elected president 
and Mr. Fry became chairman. 


Born in Milwaukee, Mr. Reilly leit 
school to go to work and aid the ex- 
chequer of a large family. He rose to 
traffic manager of the Wisconsin Tele- 
phone Co., leaving in 1904 to become 
secretary of the T. E. Brennan Co., fire 
insurance adjusters. Later he took up 
work in public accounting and orgar- 
ized what is now Reilly, Penner & Ber- 
ton, C.P.A., of which he continued as 
senior member, as well as a member 0 
the American Institute of Accountants. 
His accounting and investment experi- 
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ence was valuable in the organization 
and operation of Old Line Life. 
A large number of insurance leaders 





JOHN E. REILLY 


of the middle west attended the funeral 
Wednesday. 





Virginia Manager of Sun 
Life of Canada Dies 


George T. Bryson, state manager at 
Richmond, Va., of Sun Life of Canada, 
died there following a brief illness. Born 
in Richmond in 1895, he had been with 
Sun Life for 29 years, starting as an 
agent in Richmond. From 1928 to 1939 
he was associate superintendent of agen- 
cies at the home office. In the latter 








GEORGE T. 


BRYSON 


year he returned to Richmond as state 
Manager, succeeding Neil D. Sills when 
the latter retired. He was a past presi- 
dent of the Life Agency Managers As- 
sociation of Richmond and was active 
in the National Association of Life Un- 
derwriters. He served as a lieutenant in 
the air corps in the first world war. 





John J. McDermott, 48, who entered 
the service of Metropolitan Life when 
he was 15, died this week. He had been 
Supervisor of accounts for 20 years, at- 
tached to the home office, and had juris- 
diction over district offices in the metro- 
politan area. 


Douglas H. Rose, 82, president of 
Maryland Life of Baltimore since 1910 
died here. 

_Albert J. Gillis, general agent of Pa- 
cific Mutual Life in Denver, died there 
following a heart attack. 

Joseph A. Driskell, 63, for 20 years 
with the Mutual Life and the biggest 
Producer the company ever had in 
Oklahoma, died at his home in Okla- 
homa City after an extended illness. 
He retired from active business in 1939. 





COMPANIES 





United's Capital 
to Be $1 Million 


United of Chicago has called a stock- 
holders meeting for Nov. 6 to act upon 
a proposal to increase the capital to $1 
million. The figure is now $675,000 and 
the increase would be accomplished by 
increasing the number of $25 par value 
shares from 27,000 to 40,000. The addi- 
tional shares would be offered in the 
form of a stock dividend. 


Ohio State Life Shows 
Good Nine Months Gains 


As of Sept. 30, insurance in force of 
Ohio State Life totaled $142,474,645, a 
gain for the year so far of $7,504,922. 
Admitted assets were $34,776,042, an in- 
crease of $2,714,844. Capital, surplus and 
voluntary contingency funds totaled $3,- 
661,802, a gain of $539,784. 

Paid production for the year to date 
is $1,209,000 more than for the corre- 
sponding period last year, and the gain 
in insurance in force was $1,221,230 more 
than for the first nine months of 1944. 

Mortality for the first three-quarters 
was less than 1% higher than for the 
same period last year. The company 
has paid $227,102 on lives of policyhold- 
ers, who died in service. 

A convention will be held in Colum- 
bus in April, the first since the war be- 
gan, as a homecoming for men who have 
been in service. 








Life & Casualty Raises Capital 

NASHVILLE—Life & Casualty has 
secured an amendment to its charter pro- 
viding for an increase in capital from $4 
million to $6 million. 





Enjoin Lutheran Mutual Move 


WAVERLY, IA—A temporary in- 
junction has been issued restraining the 
Lutheran Mutual Life of Waverly 
from moving any part of the com- 
pany to Des Moines. The injunction 
was obtained by a group of policyhold- 
ers who have opposed moving to an- 
other city. 

The company had announced that the 
investment department and E. R. Hegg, 
superintendent of agents, would move 
to Des Moines Nov. 1. Offices had 
been leased there. The injunction pre- 
vents the transfer as planned. 





Reports on Pilgrim National 

The Illinois department has released 
the report of an examination of Pilgrim 
National Life of Chicago, an assessment 
legal reserve company as at Dec. 31, 
1944, showing assets $271,264 and net 
surplus $41,989. Since Pilgrim National 
was formed in 1933 it has reinsured Ster- 
ling Life & Casualty and 10 mutual ben- 
efit associations. . D. Hummell is 
president and G. L. Lutterloh is secre- 
tary. Insurance in force was $2,956,769. 





Midland Mutual Home Office 


Midland Mutual Life, which has been 
occupying the old Columbus Mutual 
home office at 580 East Broad street, 
Columbus, O., since its own quarters 
were taken over by the army, is plan- 
ning to move to the former Elks Home 
at 256 East Broad street, after altera- 
tions that will cost more than $100,000. 
These will be completed to permit trans- 
fer of operations about June, 1946. The 
company purchased the Elks Home in 
1943 at a sheriff’s sale for $300,000. 





Cpl. Harry H. Fuelling of Rock Port, 
Mo., a member of the Fred Hildebrand 
Kansas City agency of Bankers Life of 
Des Moines before entering military 
service, serving with the allied occupa- 
tion forces in Europe, has been awarded 
the bronze star. 


* 








STATEMENT OF FACT OF INTEREST TO 
EVERY LIFE INSURANCE SALESMAN 


HAVING a good thing to sell is over half the battle; this 
is an axiom understood and appreciated by every salesman. 
Last year, Modern Woodmen Agents sold 30.8 more new 
business than in the preceding year—the increase in the in- 
dustry, as a whole, was only 3.4 for the same period. 
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ALL COMPANIES 


increase of 
new business 








in . 
life insurance i 
1944 over 1943 . 
g MODERN WOODMEN OF AMERICA 
Why? Just this: Our men had a good thing to sell. Our 


Agents made money last year, are making it this year and will 

continue to do so . . . because of a liberal compensation plan, 

aggressive field work and sympathetic Home Office co-operation. 

YOUR inquiry into the possibilities of a connection as a per- 

sonally producing District Manager, in charge of other men, is 

cordially invited. Generous financing a offered. Write, 
without obligation, today. f 


FIELD DEPARTMENT 
MODERN WOODMEN OF AMERICA 


1502 Third Avenue, Rock Island, Illinois 








Insurance in Force - Over One-Half Billion Dollars 





“The new booklet, YOUR 
LIFE INSURANCE, is just 
what we who are now far from 
home want and need. Please send 
me 25 copies so that I can pass 
them on to othersvover here.” 


And SO, in substance, 
have read numerous letters from our men in the armed serv-: 


ices, following their reading of the Company's 32 page book- 
let on National Service life insurance. 


Information and advice, if sufficient and impartial, is al- 
ways appreciated. That is why the life underwriter under 
arms, his buddies, and his loved ones at home, all regard 
Your Life Insurance so highly. It is concerned only with the 
serviceman’s life insurance problems It outlines clearly the 
unique benefits of National Service life insurance. It urges 
the serviceman, without exception, to retain and convert to 
a permanent plan his government policy, and it tells him ex- 
actly how to get that job done with a minimum of effort... 


EQUITABLE LIFE OF IOWA 
Gloyunded 1967 


Home Office Des Moines 
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AMONG COMPANY MEN 





Edmondson, Buck 
Are Appointed 


Vincent W. Edmondson, formerly as- 
sistant to the president, has been named 





Wendell Buck 


V. W. Edmondson 
agency vice-president, and Wendell 
Buck, recently discharged after three. 
years’ service with the army air forces, 
was appointed assistant to the president 
of Manhattan Life. No change in Mr. 
Edmondson’s duties is involved. He has 


? 





been with Manhattan for 17 years, and 
continues in active direction of the field 
force, as in recent years while assisting 
the president. 

Also announced was appointment of a 
new committee to act in an advisory cap- 
acity with Mr. Buck on public relations, 
sales promotion and personnel plans. The 
members, all directors, are: J. P. For- 
dyce, president, chairman; Robert D. 
Lassiter, vice-president Queensboro Cor- 
poration; H. A. Mitchell, vice-president 
McCann-Erickson, Inc.; George De- 
Lancey Harris, president D. P. Harris 
Hardware & Manufacturing Co., and W. 
C. Wilkes, Kidder, Peabody & Co. 

Mr. Buck before war service was pub- 
lic relations consultant to Manhattan. 
He was with the McCann-Erickson ad- 
vertising agency, New York, for seven 
years as an executive, and previously 
headed his own public relations and ad- 
vertising organization. 





Ralph D. Jones to Law 
Post with Continental 


Ralph D. Jones, recently discharged 
from the army as a lieutenant, has joined 
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Fifty-second Year of 
Dependable Service 


Ww 


a, BE STATE LIFE of Indiana is a purely mu- 

tual, old-line, legal reserve Company in its 
fifty-second year of dependable service. . 
paid over $150,000,000 to policyholders and bene- 
ficiaries, and in addition holds assets of over 
$62,000,000 for their benefit . . 
range of policies from ages one day to sixty-five 
years, including Juvenile, Educational Fund, Fam- 
ily Income, Salary Continuance, Retirement ‘In- 
come, and other up-to-date forms. . 
opportunities with complete training and service 
facilities for those qualified. 
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THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 


Ww 


. . Has 


. Issues a wide 


. . Agency 
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Continental Casualty-Continental Assur- 
ance, as executive representative in the 
legal department. He will attend to leg- 
islative and insurance department mat- 
ters. 

Mr. Jones had been with Continental 
Casualty in field and surety bond work 
about 10 years, but for four years, until 
entering the army in 1943, he was with 
Great American Indemnity at Chicago. 


Matthews Actuary 
of Shenandoah Life 


Shenandoah Life has elected Arthur 
N. Matthews of Tulsa as actuary. Mr. 
Matthews has re- 
signed as vice- ° 
president and actu- 
ary of Atlas Life. 

Mr. Matthews is 
a native of Detroit. 
He was graduated 
from the Univer- 
sity of Michigan in 
1922 with the de- 
gree of bachelor of 
arts. He majored 
in actuarial science. 

He was actuary . 
and assistant secre- al 
tary of Conserva- 
tive Life of Indiana r 
16 years, and has been vice-president and 
actuary of Atlas Life since 1938. In 
these positions he has had a broad actu- 
arial and underwriting experience. 








A. N. Matthews 





Moffatt Named Agency 
Assistant by Canada Life 


Canada Life has appointed A. How- 
ard Moffatt 
as agency assist- 
ant at its head of- 
fice. Before go- 
ing to Toronto, 
he had been as- 
sistant to the 
manager of the 
central Ontario 
branch since No- 
vember, 1944. 

Mr. Moffatt has 
been associated 
with Canada Life 
since September, 
1939, and was a 
: representative in 
Toronto until July, 1942, when he as- 
sumed the responsibility of district man- 
ager of Kitchener, Ont. Two years later 
he moved to Hamilton as assistant to the 
manager of the central Ontario branch. 


Kruse, Staton Advanced 
at Occidental Home Office 


J. Roy Kruse, who has been agency 
secretary of Occidental Life of California 
for the two years, has been named spe- 
cial assistant to the controller, and will 
perform special coordinating work. For 
the present he will also continue in 
charge of agency accounting. Robert W. 
Staton, assistant division manager since 
May, 1943, will become agency secretary. 

Mr. Kruse joined Occidental Life in 
1942. He was in the field for many years 
and his grasp of the agent’s work and 
problems has been of particular value in 
later years in his executive work. 

Mr. Staton is the son of J. L. Staton, 
Occidental general agent at Eugene, 
Ore., and entered life insurance selling 
immediately after graduation from the 
University of Oregon in 1934. He was 
called to the home office in 1939 as 
agency assistant. 





A. H. Moffatt 





Graves, Massachusetts 
Mutual Registrar, Retires 


Bernard E. Graves, Massachusetts 
Mutual Life employe for 52 years and 
registrar since 1911, has retired. Start- 
ing with the company as a policy de- 
partment clerk, he became department 
manager, and then was appointed regis- 
trar. His name as registrar appears on 
440,300 policies. He has been a leader 


_ of Columbian National Life. 


in civic activities in his home at Long. 
meadow, Mass. 


Webb Personnel Manager 
of New England Mutual 


Earl B. Webb, for 10 years supervisor 
of education in the Massachusetts state 
department of education, has been ap- 
pointed personnel manager of the New 
England Mutual Life. 

He is a graduate of Northeastern Uni- 
versity and had postgraduate training at 
Harvard and Boston Universities. He 
has been special consultant in personnel 
training for many business organizations, 

Mr. Webb has been associate editor 
of the “American Vocational Journal” in 
charge of business education, a member 
of the advisory committee of the Na. 
tional Retail Dry Goods Association, and 
has taught as a visiting specialist at a 
number of universities including Yale, 
Boston, Pittsburgh, Tennessee, and 
Dartmouth. ; 


Dr. Kelley Is Appointed by 
Columbian National 


Dr. Charles H. Kelley has been ap- 
pointed home office medical consultant 
and cardiologist of Columbian National 
Life. He succeeds Hugh W. Crawford, 
medical director, who has gone with 
John Hancock Mutual as associate med- 
ical director. 

Dr. Kelley has been chief examiner 
of the company in the home office ter- 
ritory. He has been assisting Dr. Craw- 
ford since 1937. 


Massachusetts Mutual Life 
Promotes H. N. Chapin 


Homer N. Chapin has been elected 
second vice-president of Massachusetts 
Mutual Life. He started as a clerk in 
1920. He was in the calculation and 
claim departments from 1922 until 1928, 
when he was transferred to the invest- 
ment department. He was elected as- 
sistant financial secretary in 1935, and 
in July, 1944, was made assistant to the 
president. 

As second vice-president, Mr. Chapin 
succeeds H. S. Payson Rowe, who has 
become treasurer of John Hancock Mu- 
tual Life. 


Dr. H. W. Crawford Assumes 


John Hancock Position 


BOSTON—Dr,. Hugh W. Crawford 
has been appointed associate medical d- 
rector of John Hancock Mutual Life. He 
has been medical director anda director 
His’ first 
insurance association was with Connec- 
ticut General Life. 


Constitution Life Makes 
Post-Merger Appointments 


Following the merger of Postal Union 
Life with Constitution Life, a number 
of personnel changes have been effected, 
according to Col. Victor F. Pettric, 
president of Constitution Life. 

O. S. Weide, executive vice-president 
of Postal Union Life, is now agency 
director of the accident and health de- 
partment, while Gale Stillwell continues 
as department manager. L. E. Diede- 
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WANTED 


Accident and Health Underwriter by large Chi 
cago multiple line company. State age, exper 
ence, salary desired. cellent opportunity for 
right man. Addres D-64, The National Under 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 

















GENERAL AGENT'S FRANCHISE 













for reliable Life I Company is wanted 
by responsible agent in Cincinnati, Ohio. All 
replies ccnfidential. Address Box D-68, The 


National Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Illinois. 
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richsen, former manager of American 
National at Los Angeles, is agency di- 
rector of the life department. ; 

William T. Flanagan, formerly with 
Pacific Mutual, has been named under- 
writing secretary for the life and acci- 
dent and health departments. William 
A. Munster, company actuary, has been 
appointed comptroller. ; 

Agencies representing the Constitu- 
tion Life in Los Angeles are Companion 
Insurance Agencies, Davis-Zachary 
Agency, Cooperman & Booth, and Radio 
Insurance Agencies. 


Dr. Hutchinson in 
Acacia Post Again 


Dr. J. Raymond B. Hutchinson has 
returned to his post as medical director 
of Acacia Mutual after more than three 
years of active duty with the navy. The 
first executive officer of Acacia to enter 
the armed forces, Dr. Hutchinson held 
the rank of commander at the time of 
his release. 

Dr. Hutchinson is vice chairman of 
the Medical Section of the American 
Life Convention, an ‘office to which he 
was elected in absentia while on duty 
with the navy. 


Herbert C. Dunkley Heads 
Berkshire Research Work 


Herbert C. Dunkley, assistant actuary 
of Berkshire Life, has been appointed 
head of its research department. 

The company’s program, President H. 
L. Amber stated, contemplates many 
changes, such as new policies, new com- 
pensation and retirement plans and new 
operational methods. It also calls for 
expansion into new fields of life insur- 
ance. Before these things can be done 
much research is required. ™ 

Mr. Dunkley was assistant actuary of 
Montreal Life before going with Berk- 
shire. He has been assistant actuary of 
Berkshire since 1938. 











Again with Columbian Mutual 

Lt. Col. Thomas A. Trash, after nearly 
five years in the army, has resumed his 
post as first vice-president of Columbian 
Mutual Life of Memphis. 


Returns to Interstate L. & A. 


Lt. Comdr. H. Clay Evans Johnson, 
after 314 years in the navy, has re- 
sumed his post as executive vice-presi- 
dent of Interstate Life & Accident. 








Nicholls General Manager 


Leslie Nicholls has been made general 
manager and actuary of Montreal Life. 
As managing director he takes the place 
of Arthur P. Earle, who remains, how- 
ever, as president and chairman of the 
executive committee in an advisory 
capacity. . 

John A. Toller has been made assist- 


ant general manager and treasurer and. 


Cecil L. Moore, supervisor of agencies 
and secretary. 


Harris Back in Old Post 


George S. Harris, former manager of 
General American Life’s salary savings 
department, has resumed that post fol- 
lowing his release from the army air 
corps. | 


Dillard Is Southland Attorney 


R. L. Dillard, Jr., has been appointed 
general attorney for Southland Life. He 
will be assistant to Lewis T. Carpenter, 
vice-president and. general counsel. He 
wae first assistant city attorney in Dal- 
as. 











J. McFerran Barr, president First Na- 
tional Bank of Louisville, and John V. 
Collis, vice-president Citizens-Fidelity 
Bank & Trust Co., have been elected di- 
rectors of Commonwealth Life. 


CHANGES 


Engelsman Back, 
Phillips a Partner: 
Macon, Ga., Change 


Ralph G. Engelsman, Penn Mutual 
Life’s general agent in New York City, 
1s returning to his agency after serving 
since 1942 with the U. S. Treasury as 
director of the payroll savings plan. 
Mr. Engelsman is taking into partner- 
ship Harry Phillips, Jr.. who has just 
returned to civilian life after serving 














Harry Phillips, Jr. R. G. Engelsman 
3%4 years as a major in the army air 
force. The firm name is Engelsman- 
Phillips agency with headquarters at 500 
Fifth avenue. 

Mr. Engelsman has been in the in- 
surance business more than a quarter of 
a century. He is a veteran of the first 
war, serving in the navy. He had the 
distinction of becoming the youngest 
member of the Million Dollar Round 
Table. He has lectured frequently at 
New York University and is widely 
known as a speaker on salesmanship. 
He has been a Penn Mutual general 
agent since 1928, and is past president 
of both New York City and New York 


The BRIGHT SPOT of OPPORTUNITY 


for a High Grade Man 


Address the Agency Department 


AMERICAN UNITED LIFE INSURANCE COMPANY 


A MUTUAL 
Established 1877 





COMPANY 
Indianapolis 


State Associations of Life Underwriters. 
He is a member of the board of exam- 
inations for life insurance in New York 
state and of the Sales Research Bureau. 
He is the author of several insurance 
books. 

Mr. Engelsman has served as chair- 
man of many local community drives. 
He was called to Washington in 1942 
to take charge of the payroll savings 
plan of war bond purchases and under 
his direction participation grew to a 
point where 27 million workers bought 
war bonds at the rate of over $500,000,- 
000 a month through corps of 2% mil- 
lion volunteer workers organized. The 
payroll savings plan accounted for ap- 
proximately 80% of all E bond sales. 

Before going into life insurance with 
Penn Mutual in 1931 Mr. Phillips had 
his own textile business. He led Penn 
Mutual in production in 1941 and is a 
member of the Million Dollar Round 
Table. During the first war Mr. Phil- 
lips served in the infantry with the sec- 
ond division, saw action at Verdun, 
Chateau Thierry, Soissons, and Meuse 
oy ara and won a commission on the 

eld. 

He enlisted in the air corps in 1942 
and received a commission as captain 
and was promoted to major in 1943, 
serving as squadron commander and 
later as special service officer. 

Guy E. Paine has retired as Penn 


Mutual’s general agent at Macon, Ga., 
and will be succeeded by D. Leon Wil- 
son, formerly assistant general agent 
there. Mr. Paine, now 78, became gen- 
eral agent in 1912. He will continue 
in personal production. A road in Bibb 
County, Ga., extending from the Pio 
Nona to the new naval ordnance plant 
was named the Guy Paine road in ap- 
preciation of the work he had done in 
securing an army training camp for 
Macon as well as four more military es- 
tablishments. Mr. Paine was a native 
of Madison, Wis. He left school at the 
age of 9 and went to work as a messen- 
ger boy for the Postal Telegraph. At 
age 26 he was the manager of the Pos- 
tal’s Chicago division, the youngest to 
hold that distinction and responsibility. 

Mr. Wilson is a native of Georgia and 
went to Georgia Tech. In 1907 he went 
with Penn Mutual in the Bagley & Wil- 
let agency in Atlanta. In 1912 he moved 
to Macon with Bagley, Willet & Paine, 
and he has continued in the Paine agency 
as assistant general agent. 

Mr. Wilson is a past president of the 
Macon Life Underwriters Association, 


Glover Southland Aid at Tyler, Tex. 


Brooks Glover has been appointed 
assistant agency manager for Southland 
Life in the southeast Texas territory 
with headquarters at Tyler. He was 











BUILDERS of MEN Plan 


Home Office School 
STEP No. 1 2 Weeks Duration 


Report COVERING LAST 3 SCHOOLS 


June 


1944 Nov. 1944 
June 1945 


No. in Attendance............... 42 
Aggregate No. of Months in Field 
Since Completing School... . 293 





Also in school at- 
tendance but not 
included in an- 
alysis. 


1 office employee. 


2 called into ser- 
vice immediate- 
ly following 
school. 


3 part-time men. 


Month 











Total Business Secured ........ .$5,296,067.00 
Average Business Per Man, Per 


$18,076.00 
$216,728.00 


Average “Annual Business” 
(“Projected” Figure) 


The School Plan is not new — it is as old as 
the Builders of Men Plan, inaugurated in 1935. 





A GENERAL AGENCY CONTRACT 
IS A VALUABLE FRANCHISE. 


Guarantee Mutual Life Company 


An Institution You Can Proudly Represent---Ask Any of Our Representatives 


A. B. OLSON 


Organised 1901 


Vice President 


Omaha, Nebraska 











office manager and supervisor of General 
American Life at Abilene 16 years. 





Mutual Trust Appoints 
B. M. Eiber at Brooklyn 


Bernard M. Eiber has been appointed 
general agent for Mutual Trust Life in 
Brooklyn, with headquarters at 26 Court 


Street. | 
Mr. Eiber is a graduate of New York 
University and a C.L.U. He was for- 


merly assistant manager for Metropoli- 
tan in Brooklyn and supervisor at the 
Freid agency for New England Mutual 
in New York City. He is a former di- 
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rector of the New York City Life Un- 
derwriters Association. 

Mr. Ejiber spent two years in the 
maritime service, receiving his discharge 
last month with the rank of ensign. 





Eggen Guardian Manager 
in Ore.; Morgan Supervisor 


Guardian Life has appointed Ed W. 
Eggen as manager and P. Andrew Mor- 
gan agency supervisor at Portland, Ore. 

Mr. Eggen has had more than 10 
years in the insurance business. He is a 
graduate of University of Washington, 
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BOYD L. WEIDE 
GENERAL AGENT AT AUSTIN, TEXAS 


became associated with The Minnesota Mutual at Pitts- 


burg, Kansas on February |, 


1937. Five years later Boyd 


moved to Austin to assume charge of the Company's 
General Agency. Since moving to. Austin Boyd has 
progressed rapidly. He is a member of the ''M" Club, 
the Company's highest ranking club; a member of the 
"“App-A-Week" Club, at least one application a week 


for 347 weeks; a member of the "Quota" 


Club, both 


examined and paid quotas fulfilled for year to date. In 
addition he has been on the Honor Roll for 29 consecu- 
tive months. Last year he led the entire company in 
paid volume, is second in paid volume for the year to 
date and his agency is fifth in paid volume for the year 


to date. 


Congratulations, Boyd, on a splendid job. 


The MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 
SAINT PAUL 1, MINNESOTA 

















DENVER, COLORADO 
OPPORTUNITY 


Owner of well established life, accident and health 
general agency for Colorado, representing a New 
England life insurance company. has an unusual 
opening for experienced man. State age and qualifi- 
cations. Address D-52, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4. Ill. 














and Northwestern College of Law. In 
1940 he was named Portland’s junior 
first citizen and honored with the distin- 
guished service award by the Junior 
Chamber of Commerce. He is past 
president of the Portland and Oregon 
Junior Chambers of Commerce. He also 
has been OPA district mileage rationing 
representative. 

Mr. Morgan is a native of Missouri 
and attended University of Wyoming. 
He has been successful in banking and 
life insurance sales. 

Both men will work directly under 
George M. Stevens, Guardian’s field di- 
rector for Washington and Oregon, and 
Nelson F. Davis, manager at San Fran- 
cisco and rer of the entire Pacific 
Coast. 


McLean Is Chief 
Agent in Canada 


Wilson E. McLean, who was instru- 
mental in the formation of the Canadian 
Inland Underwriters Association and 
more recently the Canadian Inland Un- 
derwriters Conference and has been the 
chief executive officer of those organi- 
zations, has been appointed Canadian 
chief agent of John Hancock Mutual 
Life, which was recently licensed in the 
Dominion to. write life, accident and 
health insurance. 


Canada Life Opens Branch 
at Flint Under Schnock 


Announcement has been made by 
Canada Life of the opening of a produc- 
tion....0.0,0.11.0)n.at 
Flint, Mich., and 
the appointment of 
W. N. Schnock as 
district manager. 

Mr. Schnock has 
represented Canada 
Life in the terri- 
tory since 1933 and 
has been a member 
of his company’s 
production clubs 
on several occa- 
sions. Three years 
ago he was granted 
leave of absence to 
assume important 
duties in a war plant and he has just 
been released, enabling him to return 
to the Canada Life. 


w. 


N. Schnock 


Miller N. E. Mutual Agency 
Manager in Indianapolis 


New England Mutual has appointed 
Norman R. Miller as agency manager in 
Indianapolis, suc- 
ceeding William H. 
Meub, who be- 
comes general agent 
emeritus. After a 
quarter century of 
service, Mr. Meub 
relinquishes his 
ost on the advice 
of his physician. He 
is planning a long 
winter vacation in 
the south, and ex- 
pects to return to 
Indianapolis next 
spring. 

Mr. Miller has 
been associated. with New England Mu- 
tual for 15 years, for a long time as su- 
pervisor and more recently as assistant 
to the general agent. He is a director 
of the Indianapolis Association of Life 
Underwriters and its immediate past 
secretary. He is an alumnus 6f Wabash 
College, where he played varsity football. 





H. R. Miller 





W. B. Christensen Advanced 


Occidental Life of California has ad- 
vanced Wendell B. Christensen from as- 
sistant manager to acting manager of 
the San Francisco branch, following the 





resignation of R. F. Benjamin, former 
manager. 

Mr. Christensen entered life insurance 
in 1942 as an agent in Occidental’s home 
office agency. He had previously been 
sales manager of a Los Angeles alum- 
inum company. He went to San Fran- 
cisco in 1943 as assistant manager. 





Merrifield Resumes Conn. 
Mutual Oregon Duties 


Lt. Comm. C. F. Marrifield, general 
agent for Connecticut Mutual Life at 
Portland, Ore., has been released by 
the coast guard and has returned to 











You Can Plan Today for 
Your Production and 
Home of Tomorrow 
through a 


RENEWAL 
COMMISSION 
LOAN 


ne that you need $3,000. 
Suppose your renewals in 1944 were 
$1,100. Suppose you are operating 
under a 9-5 contract. You can 
obtain a loan for $3,000. Monthly 
payments can be $93.33, or $72.50. 
If you wish, you may liquidate this 
loan with monthly payments as low 
as $52.92. Excess renewals received 
over the monthly deposit required 
will revert to you during the loan 
period. 
Hundreds of insurance men are 
_ now using this plan. If you are 
interested, write us for tentative 
loan commitment stating amount 
of renewal commissions received 
during last twelve months, terms of 
contract, and amount of business 
paid for in 1944, You are under no 
obligation. 
A unique plan developed by us in. 
cooperation with the Northwestern 
- National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 
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his post. He entered service in 1942, 
and was on a tour of duty at sea aboard 
ships operating in both the Atlantic and 
Pacific. 





Barringer Ordinary Manager 
of Prudential in Cincinnati 


Arthur P. Barringer has been pro- 
moted to manager of the Cincinnati ordi- 
nary agency of Prudential succeeding 
the late R. Q. Milstead. 

Mr. Barringer is a graduate of Dickin- 
son Seminary and attended Bucknell 
University and Carnegie Tech. He 
joined Prudential in 1936 as a special 
agent in the Pittsburgh ordinary agency. 
In 1938, he was transferred to Cincin- 
nati as assistant manager. 





Ferns Ohio Group Supervisor 


Thomas A. Ferns, Akron,’ has been 
named group supervisor ~in northern 
Ohio for Equitable Society, covering 15 
counties. For two years he has been 
with General Tire & Rubber, but previ- 
ously had represented Equitable in 
eg 1931-41, and later in Rochester, 


John Hancock Revamps Field 


John Hancock Mutual Life has an- 
nounced plans to open new district agen- 
cies in its new southwestern territory. 

Leo Sexton has been appointed acting 
regional manager of the east central ter- 
ritory, pending the return from military 
leave of Samuel M. Kenison, regional 
manager. 

John F. Clarke, at present regional 
manager of the east central territory, has 
been appointed district manager of the 
Grand River district. Robert E. Bagot 
will be transferred from regional man- 
ager of the west central territory to re- 
gional manager of the southwestern ter- 
ritory. 

Roger A. Palmer is promoted from 
regional supervisor in upper New York 
state to regional manager of the west 
central territory succeeding Mr. Bagot. 

Merton K. Bryant is being promoted 
to regional supervisor in upper New 
York state. He is now assistant district 
manager in the Auburn district. 





Zausmer Newark Supervisor 


NEWARK—William S. Vogel, gen- 
eral agent at Newark of Columbian Na- 
tional Life, has appointed Saul Zaus- 
mer supervisor. Mr. Zausmer was with 
the agency for several months before he 
entered service. 


Provident L. & A. in N. J. 


Harold A. Goodman Associates of 
Newark has been appointed New Jersey 
managers of Provident Life & Accident, 
which was recently licensed in the state. 








Travelers Field Aid in Iowa 


Kenneth R. Cook has been appointed 
a field assistant by Travelers at Des 
Moines. A graduate of Iowa State Col- 
lege, he took graduate work there and 
at the University of Michigan. 

In 1941 he entered the service as a 
lieutenant in the army and was released 
in 1942. For the following year he 
served as athletic director and coach at 
Dowling College, Des Moines, and dur- 
ing the next two years coached basket- 
ball at high schools in Marshalltown, Ia., 
and Ann Arbor, Mich. For the past 
several months he has been principal of 
the high school in Jefferson, Ia. 





Maj. Scott Resumes in Va. 


Maj. Carroll T. Scott has resumed’ his 
duties as Virginia manager of Reliance 
Life with headquarters at Richmond. He 
had been in the army three years. He 
Went with Reliance in 1925 and has been 
Virginia manager since 1928. During 
his absence James I. Lankford has been 
acting manager of Virginia. 


Single Tax Body Sought 
JEFFERSON CITY—Arnold Leon- 


ard, chairman of the senate governmen- 
tal reorganization committee, has filed a 





In Philadelphia 











E. ALBERT ROYER 


E. Albert Royer, who has been ap- 
pointed by Great-West Life as group 
supervisor at Philadelphia,.will be in 
charge of the complete line of group 
coverages written by the Frederick G. 
Higham agency. He has a highly suc- 
cessful record in group insurance work 
including both selling and sales super- 
vision. 








bill creating a state department of rev- 
enue which would collect all state taxes, 
licenses and fees. The bill is in keeping 
with such a provision in the new state 
constitution. 





Remer Cumberland, Md., Manager 


George W. Remer, formerly manager 
of Metropolitan Life’s Homewood (Bal- 
timore) district, has been placed in 
charge of the ‘Cumberland, Md., and 
Piedmont, W. Va., district, succeeding 
Walter L Pierce, who was appointed 
general assistant manager in Atlantic 
coast territory. 

Mr. Remer joined Metropolitan at At- 
lantic City in 1933. In 1936 he was pro- 
moted to assistant manager and assigned 
to Camden, N. J., district. He was sub- 
sequently transferred as assistant man- 
ager’ to Washington, D. C., and Balti- 
more. He was made manager at Home- 
wood in 1942. 





Maj. Leonard W. Moody has rejoined 
General American Life as district man- 
ager at Marianna, Ark., after more than 
three years of army service. 

Philip I. Holway, Connecticut Gen- 
eral, Hartford, is back in the business 
after three years in the army air forces. 

LaMar Campbell, South Bend, Ind., 
has been appointed general agent o 
Continental Assurance and the health, 
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Agents Know 


THAT WE ARE A CAREER COMPANY 


> 








—we are mutually proud of the 
long records of service so many 
have with uux—5, 10, 15, 20 and 
over 25 years. Most of our new 
agents are brought in to us by 
our present organization, the 
best “proof of the pudding is 


in the eating” testimonial we know; 


THAT WE ARE IN THE FOREFRONT 


of training and education—not only of the 
new, but also of the experienced agent. 


As one example of this leadership, we might 


mention that so far during this year, 1945, 
we have held 20 schools at the Home Office 


with more than 400 field men in attendance 
—at least one from each of the 48 states; 


at least one from each of our 70 agencies. 


All experienced men will be brought in 


for this one week's advanced training 
course, and at Home Office expense. 


This is just another example that this is 
a@ growing, progressive organization 


LIFE INSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 
J. Harry Woop, Executive Vice President 
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accident and hospitalization division of 
Continental Casualty. 

Harry A. Miller, who joined Monu- 
mental Life in Toledo, O., in April, 1944, 
has been promoted to assistant manager 
there. Field force of the company is 
being expanded. 


NEW YORK 


TELL PEOPLE TO STAY AT HOME 


A number of insurance companies 
and organizations have notified those 
who might desire to take a trip to New 
York City at this time to postpone the 
visit. New York City is crowded to the 
guards. Hotel reservations are almost 
impossible to get. Although there are 
hundreds of taxicabs on the street, one 
may wait for half an hour before getting 
one. All eating places are crowded. 
These companies notified those that 
have business with them to use the 
telephone, telegraph or mail but not to 
attempt a personal visit at this time. 














HOLD CAMPAIGN DINNER DEC. 6 


The life insurance division of the Fed- 
eration of Jewish Philanthropies of New 
York will open a drive for a $30 million 
fund to support its building, research and 


maintenance program at dinner Nov. 20 
at Hotel New Yorker. Maurice Linder, 
Travelers, is division chairman. The 
federation seeks $21 million for building 
and $9 million for maintenance of its 116 
hospitals and medical and welfare agen- 
cies. 





ELLIS TO ADDRESS WOMEN 


Raymond C. Ellis, general agent of 
Home Life and a member of the Million 
Dollar Round Table, will address a 
meeting of the League of Life Insur- 
ance Women in New York Nov. 7. on 
“returning to fundamentals.” 





JOHNSTON CHAIRMAN 


Gale F. Johnston, third vice-president 
of Metropolitan Life, has been named 
New York county chairman of the Vic- 
tory Loan campaign which opened Oct. 
29 with a national goal of 11 billion dol- 
lars. Mr. Johnston was the first man 
in America to be called to Washington 
to aid in marketing defense bonds 
and stamps, and he has been an out- 
standing leader in the war loan cam- 
paigns ever since. 





N. ¥. CITY SALES UP 


Sales of ordinary life in New York 
City for September were $54,773,000 as 
compared with $47,357,000 for the same 








FRIDEN Fully Automatic Calculators ..... 
will lighten your burden of Figure Work with accu- 
rate answers, quickly and easily produced. Tele- 
phone or write your local Friden Representative and 
learn how anyone, with less than fifteen minutes 
instruction, can be taught to produce usable figures 
on your own problems. NOW available, modernize 
with Fully Automatic FRIDENS. 


Friden Mechanical and Instructional Service is available in approximately 250 
Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT « SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUCHOUT THE WORLD 


month in 1944, according to the esti- 
mate of the Sales Research Bureau re- 
leased by the New York City Life Un- 
derwriters Association. 





WAINWRIGHT OPENS DRIVE 


Urging all to buy victory bonds “until 
your bank balance is barely enough to 
live on,” Gen. Jonathan M. Wainwright 





Wainwright and 
Parkinson of 


Jonathan M. 


Gen. 
President Thomas I. 
Eqitable Society. 


opened the loan drive at Equitable So- 
ciety’s home office. Care for the men 
who fought the war and their dependents 
plus the need for maintenance of a suf- 
ficient force to keep the power of evil 
suppressed will cost money, he pointed 
out. 

President Thomas I. Parkinson point- 
ed out that half of Equitable’s assets 
are invested in government bonds. In 
the new drive Equitable will subscribe 
to the limit permitted. Equitable’s 
agents also have the opportunity, the 
privilege, as well as the duty to go out 
and persuade people to buy the largest 
possible volume of bonds. The best 
money the government can get is the 
money of its people, their savings. And 
the best investment that the people can 
get for their savings is the government’s 
obligations, Mr. Parkinson declared. 





Maj. Edward W. Mushfeld, U. S. A., 
formerly of the mortgage loan and real 
estate department of Pacific Mutual 
Life, has been promoted to lieutenant 
colonel, and now is stationed in Wash- 
ington, D. C. 


POLICIES 


N. W. Mutual New 
Dividend Scale 


Northwestern Mutual Life announced 
a new dividend scale for 1946 under 
which the aggregate of dividends pay- 
able on all policies in force remains the 
same as under the previous scale, reflect- 
ing improved mortality and lower inter- 
est yield. However, for individual poli- 
cies dividends will differ considerably, 
being generally larger for early policy 
years and smaller for later years and for 
higher reserve plans. 

“The trend of the net interest earn- 
ings on investments,” E. G. Fassel, asso- 
ciate actuary, announced, “has continued 
downward and has made necessary a re- 
duction in the interest factor used in 
the determining of dividends. However, 
it has been found that an increase in 
the mortality dividend factor over the 
previous scale is justifiable. 


Mortality Is Excellent 


“Now that the war has ended, it has 
been ascertained that the Northwestern’s 
mortality experience during that period, 
including all war claims, has not differed 
materially from mortality in peace time. 
Various observers have noted the phe- 
nomenon that in war time the mortality 
of civilians improves and to some ex- 
tent compensates for deaths in the serv- 











ice. It is probable that the percentage 
of Northwestern policyholders exposed 
to the war hazard was low.” 

The rate of interest on option settle- 
ments and dividend accumulations for 
1946 will be 3%, on both non-withdraw- 
able and withdrawable funds. 


Texas Prudential 
Increases Rates 


Rates on higher premium plans in 
Texas Prudential have been increased. 
No change was made in the reserve basis 
or in non-forfeiture values. Rates for 
five popular policies-on the new pre- 
mium schedule are shown below. 

The guaranteed rate of interest under 
settlement options was reduced from 
344% to 3% for Option 1, providing an 
income for fixed period and Option 2, 
life income with guaranteed period. 





20 Pay Mo. Inc. 
End. End. End. End. Yr 
Age 85 65 60 65 End. 
$ $ $ $ $ 

ar 21.90 15.84 20.84 17.47 43.66 
ae 2.25 16.23 21.51 197.94 43.72 
» 1 eR 22.66 16.64 22.21 18.46 43.77 
ar 23.04 17.07 22.96 18.99 43.83 
: hee 23.44 17.52 23.77 19.56 43.89 
DS 23.85 18.00 24.60 20.14 43.95 
ESAS 24.28 18.51 25.49 20.77 44.02 
|) A 24.72 19.04 26.42 21.43 44.09 
roe 25.18 19.60 27.4 22.11 44.16 
Bats 6s 25.67 20.20 28.4 22.85 44.25 
BOG vo os 26.16 20.83 29.61 23.63 44.33 
a 26.68 21.50 30.85 24.45 44.43 
; Aor 27.21 22.21 32.13 25.33 44.52 
, epee 27.74 22.97 33.53 26.27 44.64 
+ eee 28.30 23.77 35.04 27.27 44.75 
BU ns 28.91 24.74 36.65 28.34 44.99 
ae 29.53 25.66 38.40 29.49 45.13 
Bvt o2 30.17 26.65 40.28 30.73 45.28 
ae 30.84 27.70 42.32 32.07 45.43 
«Cee 31.54 28.82 44.53 33.50 465.62 
See 32.28 30.14 46.96 35.03 45.82 
eae 33.02 31.44 49.59 36.67 46.03 
yO ee 33.79 32.97 52.47 38.46 46.28 
eee 34.60 34.59 55.63 40.39 46.54 
aed 35.44 36.42 59.10 42.48 46.84 
(eee 36.33 38.24 62.94 44.74 47.27 
ee 37.23 40.13 67.19 47.20 47.65 
eee 38.15 42.21 71.93 49.90 48.06 
ee 39.15 44.51 77.24 52.82 48.52 
eee 40.19 47.04 838.28 56.03 49.02 
| or 41.29 49.61 90.04 59.57 49.61 
| ae i 42.46 52.92 97.83 63.46 50.22 
STE 43.68 56.53 106.81 67.82 50.94 
48 ius 44.99 60.53 117.29 72.68 51.71 
Braye xs 46.38 64.98 129.73 78.14 52.58 
SRC 47.86 69.98 144.64 84.33 53.66 
Bac os. 40:38 75.66 .:. wine 54.72 
Diisicc«'s 51.00 82.09 55.98 
Ee 52.74 89.61 57.20 
aoe 54.60 98.36 58.70 
RARE 56.58 109.03 60.39 
ae ears Roe 71.04 





Reliable of St. Louis Adds 
Several New Policies 


Ten and 20 year term plans are now 
available in Reliable Life, St. Louis, in 
minimum amounts of $2,000. These 
policies are non-renewable but are con- 
vertible at any. time. 





Regular ordinary insurance may be 
written on the monthly premium basis 
on which premiums are payable monthly 
and collected on a debit. The monthly 
premium is 9% of the annual rate. All 
ages up to 40 may be written non- 
medically. 

A continuous premium and 20 pay- 
ment endowment age 80 has been added, 
designed for applicants who cannot 
qualify for standard insurance. Disabil- 
ity coverage is not available but double 
indemnity may be added for $3 per 
$1,000 on the endowment 80 plan and 
for the 20 payment endowment 80, $4 
ages 15-45 and $3 ages 46-55. 





Life of Virginia Issues 
Two New Contracts 


Life of Virginia has brought out two 
new policy forms, providing monthly in- 
come to the beneficiary should the in- 
sured die within 20 years from issue 
date. The “Virginia Protector’ 15 
offered in two forms, one providing in- 
come for 20 years after insured’s death; 
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the other allows commuted value of 
monthly payments; lump sum payment 
end of 20 year period under either form. 
After 20 year period, premium reduces to 
the preferred risk rate. 

The “Family Security” policy is a com- 
bination of retirement income at age 65 
and term to provide an income to benefi- 
ciary for 20 years from insured’s death. 
If insured survives to age 65, a monthly 
income of $6.67 to males or $5.93 to fe- 
males is available. At end of 20 year 
period, the premium reduces to the re- 
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tirement income rate. The premium 
rates are: 
Fam 
* Sec. 
aie $21.23 
aA 21.87 
$ 74.40 22.56 
76.46 23.28 
4 78.84 24.07 
i 81.36 24.93 
24 J 84.16 25.87 
Ore 21.81 87.24 26.91 
Ea ce Bese o'6 4 22.64 90.56 28.01 
RAN eo 23.53 94.12 29.19 
Rees | 24.48 97.92 30.47 
ee 25.51 102.04 31.85 
2 106.52 33.37 
‘ 111.24 34.96 
a 116.24 36.65 
A 121.60 38.48 
| RRS eae 31.85 127.40 40.47 
SEE ae ee 33.45 133.80 42.69 
cr at's 55 co, ante 35.17 140.68 45.08 
EG a0 6 éce 06-8 37.02 148.08 47.63 
MA Sd whee es te 38.99 155.96 50.39 
BPs 8 eodw's O66-<0's 41.12 164.48 53.42 
ae tte Wa 6.0’ 43.46 173.84 56.80 
. 186.08 61.05 
197.84 65.32 
209.20 69.61 
220.36 73.96 
231.44 78.38 
242.52 iss 
253.60 
264.93 
276.64 
288.92 
301.80 
315.36 
329.72 
‘ 345.12 eas 
55 i 361.80 aa 
*$10,000 commuted value; $4,000 after 


20 years. 


N. W. Mutual Drops 
Old War-Aviation 
Restrictions 


Northwestern Mutual Life has can- 
celled war and aviation restrictions in 
all policies in force, as-of Oct. 19, and 
all extra war premiums paid because of 
the war and aviation restriction clause 
will be refunded in full. These provi- 
sions will apply except in cases where 
the insured was then dead or missing, 
or becomes disabled from then existing 
causes. 

Following the signing of the Japanese 
surrender, Northwestern on Sept. 6 be- 
gan to issue new policies on a peacetime 
basis, discontinuing the use of a war 
and aviation clause which had been 
adopted in December, 1941. 

Notwithstanding the fact that North- 
western entered the war with over $4 
billion insurance in force, all free of war 
or aviation restrictions, Elgin G. Fassel, 
associate actuary, pointed out, mortal- 
ity experience during the war was more 





favorable than it was during the preced- 
ing depression period. The highest 
claim experience rate in any of the 
World War II years of 1939-1945 only 
equals the lowest rate experienced in 
any of the depression years of 1930-1938. 
No policy for which the extra war 
premium was paid became a claim, and 
these extra premiums are now being re- 
funded in full. 


State Mutual Adds Return 
Premium Juvenile Policies 


State Mutual has increased its line of 
juvenile policies by the addition of four 
types of return premium to age 5 poli- 
cies. The payor benefit covering death 
only or death or disability may be added 
at an extra premium. The rates shown 
below are on the participating basis: 

A 0 1 2 3 4 

*F ey ge pe sigue 


Return Premi. 
End. at 85.14.08 14.08 14.14 14.24 14.37 


Return Premi. 
20 Pay. End. 
Sig stake wa _ 22.15 22.32 
20 Yr. End..46.50 46.50 
Return Premi. 
End. at 18. 52.30 55.55 


This company recently added the 
payor clause covering premium waiver 
at death or disability of payor to all 
new juvenile business except that issued 
in Massachusetts; previously, only death 
of the payor was protected. 


Columbian Mutual Brings 
Out New Policies 


Two adult policies and one for juve- 
niles have been added by Columbian 
Mutual of Memphis. These are being 
issued on the American experience 
344% Illinois standard basis. Waiver of 
premium benefit may be included with 
the child’s 20 payment endowment age 
65. The premium rates are illustrated 
below: 





22.61 22.97 23.38 
46.55 46.68 46.88 
59.43 63.98 64.29 








20 P. 30 P. 20 P. 
Age End. 65 Age Life End. 65 
0 to 8...$24.00 10.3: Stee ee” 
ee 24.25 15.... 17.68 $26.68 
Mead. 24.62 20.... 19.13 29.18 
7 ae 25.39 30...» Seeks 35.86 
haere 5.81 35.... 25.93 40.27 
PES 272i, 26.23 40.... 29.66 45.77 
AB BRIE OVA, 
BOixci: ESE: 4 socks 
Bird Bee, ee 

Great West Life Lifts Its 


War-Aviation Restrictions 


Great West Life’s war restrictions are 
cancelled as from May 8, except in the 
case of policyholders whose death takes 
place before Nov. 8, 1945, as a result of 
the European war; or before March 2, 
1946, as a result of the Japanese war. 

Aviation restrictions in all war clauses 
are cancelled as from Sept. 2, unless the 
insured was then in one of the two fol- 
lowing groups; (1) Those who on Sept. 
2 were pilots, crew members, or were 
giving or taking aviation training, or 
who had been engaged in any such activ- 
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Family Security Rider 


MUTUAL 









812 Olive Street 


Among the unique benefits available with most of our policies — 


Surgical Benefit and Specific Loss Rider 


Also Children's Policies which pay full death benefits 
at age 3, nearest birthday. 


Attractive General Agency territory open in 
Missouri, lowa, Nebraska, Arkansas, Mississippi and Kentucky. 
For full information write to 
J. DeWitt Mills, Superintendent of Agents 


VIS SOURP/S FIRST WHOLLY MU 
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Allen May, President 
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TUAL LEGAL RESERVE COMPA) 





St. Louis 1, Missouri 
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ities in the five preceding years. An in- 
sured in this group will have full aviation 
coverage except for death from flying 
while in the forces or as a pilot or crew 
member, or while engaged in aviation 
training. (2) Those not included in the 
preceding group who were in one of the 
armed forces on Sept. 2. They will have 
full aviation coverage except for death 
within two years after Sept. 2 from fly- 
ing outside the home areas while in one 
of the forces. 

Policyholders in both groups are fully 
covered while flying as fare-paying pass- 
engers over ‘established passenger routes. 
Disability or accidental death provisions 
are not affected nor are the terms of any 
insurance reinsured in another company 
unless the reinsuring company concurs. 





Great Lakes Adopts 3% 
CSO Mortality Table 


Great Lakes of Elgin, Ill., has been 
writing all new business since July 
on the commissioners standard ordinary 
mortality table. The company states it 
was the first in America to issue policies 
on this basis. 

Great Lakes began business in 1943, 
writing non-participating term insur- 
ance on lives of borrowers from financial 
institutions. In May, 1944, it began is- 


suing regular forms of life insurance 
and now covers ages 0 through 65. The 
new rates on several forms are: 

20 End. 10 Fam. 


Age Yr. Ine. 
65 Trm. 20 Yr. 


Preferred Risk 
Ord. 20Yr. 
Life End. 





Increases Non-Medical. Limits 


George Washington Life will con- 
sider non-medical applications up to and 
including $5,000 on male lives 15-40. 
No change was made in other non-med- 
ical risks, the limit pera g at $3,000 
on male lives 41-45 and on female and 
juvenile lives. Family income applica- 
tions up to $2,000 on male lives to 40 
years of age will be considered non-med- 
ically. 








Toledo Chapter Elects 


Ellsworth E. Reid, general agent of 
New England Mutual, has been elected 
president of the Toledo C.L.U. chapter. 
Paul T. Nutting, New York Life, was 
elected secretary. 








De You Kunou 


Why Brokers and Surplus Writers 
Recommend The Berkshire? 





ONE REASON-the Berkshire Social Security Service 
Approach has produced thousands of dollars in new business for 


Brokers and Surplus Writers. 


The Federal Social Security Act provides merely a backlog of 
security and protection to meet only basic requirements. 

The Berkshire’s Social Security Service is designed to supple- 
ment these basic benefits and thus afford ample financial security 


Incorporated 1851 


PITTSFIELD - 





and protection for both the insured and his dependants through 
the medium of legal reserve life insurance. 

The Service has had months of practical workout in the field. 
It is sound, easy to apply and sure-fire. 


Full details concerning the Berkshire's Social Security Service Approach 
will gladly be furnished you upon request without obligation 


Berkshire 


LIFE INSURANCE COMPANY 


HARRISON L. AMBER, President 
MASSACHUSETTS 





IF 'YOU-ARE A FULL TIME AGENT OF ANY COMPANY, WE SOLICIT YOUR SURPLUS BUSINESS ONLY. 
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from KITTYHAWK fo jet-propelled SHOOTINGESTAR ! 


% New ideas, developed through honest research and trial under actual 
conditions, have also played an important part in the progress made by 
The Capitol Life Insurance Co. during the forty years since its founding. 
Capitol Life’s success-generating Q-V-S Compensation Plan is an example 


of the idea-engineering which makes this company a leader in its line. 


: WRITE FOR FACTS today on 


QV-S 


i THE PLAN OF PROGRESS! 


THE 'CAPITOL LIFE INSURANCE CO. 


Clarence J. Daly, President 
W. V. Woollen, Agency Vice President 
Home Office—Denver 5, Colorado 


LIFE SALES MEETINGS 






































ENNIVERSHRY 


Forty years back or about the time engi- 
neers of the Panama Canal Commission 
were recommending a sea-level canal 
to cost about a quarter of a billion dol- 
lars, Anico’s “Men of Vision”. were em- 
barking on a journey down forty years 
of progress which today is the force be- 
hind more years with more growth. 


What better proof of stability, progress, 
and strength could anyone want? 


Rites ee we 
OVER A BILLIONAJO"INSURANCE IN FORCE 


Aimerucan National 
INSURANCE COMPANY 


GALVESTON, TEXAS 


President 


W. lL. Moo'y, Jr 


























Leaders Group of N. E. Mutual Meets 


sie es = 


W. B. Hardy G. D. Orput 
Sixty-one of the 70 members of the 
Leaders Association of New England 
Mutual Life attended a successful meet- 
ing at the home office in Boston. 
Membership is achieved by an annual 
production of $500,000 of new insurance, 
and includes New England Mutual’s 30 
Million Dollar Round Table members. 
Officers of the association are William 
B. Hardy, Cincinnati, president; Gordon 
D. Orput, Portland, Ore., vice-president; 
Edward Felsenthal, Memphis, secretary, 
and James M. Stokes, Philadelphia, 
treasurer. Chairmen of the various com- 
mittees in charge of arrangements were 
Robert C. Newman of St. Louis, Jules 





J. M. Stokes E. Felsenthal 

J. Polachek, Pittsburgh, James H. Pren- 
tiss of Chicago-Swanson, and Charles H, 
Weiss of New York-Freid. 

The program included a business in- 
surance panel on the first morning, 
luncheon with company directors, a pen- 
sion trust panel in the afternoon, pro- 
gramming and package sales the second 
morning, followed by a session on coop- 
eration with trust officers and attorneys, 
featuring Basil Collins, vice-president of 
Old Colony Trust Company of Boston, 

Many stayed over for two more days 
to attend an estate analysis clinic spon- 
sored by the company under the direc- 
tion of Heman T. Powers. 








Pan-American Sets 
1946 Convention 


The Edgewater Beach Hotel in Chicago 
will be headquarters for the Pan-Ameri- 
can Life’s field organization Oct. 24-26, 
1946, when the company holds its 1946 
national convention. The announcement 
has just gone to its agents through the 
medium of an attractive, two-color bro- 
chure, containing photographs of the ho- 
tel and of interesting scenes in Chicago. 

Qualification requirements are based 
upon gross first year premiums received 
in the Pan-American’s home office from 
Oct. 1, 1945, through Sept. 30, 1946. 
Agents may’ qualify on a double, single 
or partial basis, and in addition there is 
a provision which makes it possible for 
an agent to qualify as many as two extra 
guests, whose expenses will be taken 
care of during their stay in Chicago. 





Occidental Life Holds 
Meeting for New Managers 


Occidental Life of 
ducted a week’s meeting for new agency 
managers at the home office. It was the 
second such meeting of the year, and 
was attended by eight agency managers 
who were in their first year. Two of 
them had long experience with Occi- 
dental but had recently returned from 


California con- 


the navy. They were John L. Gillstrap, 
manager in Chicago, who before his 
service as in the navy had been Minne- 
apolis manager, and Ellsworth Hobler, 
formerly assistant manager at San Fran- 
cisco, who became manager of the 
Fresno branch upon his return from 
service. 

Lester S. Roscoe, director of field 
training, was program chairman, assisted 
by several home office department heads. 
Subjects reviewed included recruiting, 
agents’ training and financing, in add 
tion to a thorough study of Occiderita’s 
ratebook and sales promotion activities. 

In the near future Occidental has 
scheduled two meetings for new agents 
and two for veteran agents. A meeting 
for veteran managers is scheduled for 
early in 1946. 





Pacific Mutual Regional 

General agents of Pacific Mutual Life 
for the eastern territory held a two-day 
regional meeting at Atlantic City. Plans 
were made for 1946. 





Beneficial Life Rallies 


Clyde Summerhays, superintendent of 
agencies of Beneficial Life, has been on 
the circuit conducting agency sales meet 
ings. Early this week he met with the 
Thomas L. Smart agency of Portland, 
Ore., and then went on for a sessi0a 
with the Vern E. Ricks agency at Bois¢ 
He completed meetings at Phoent, 














A Look at 


been adopted; 





holders; 


President: Daniel J. Walsh 





Insurance protection at guaranteed low cost has been provided to its policy: 


Treasurer: Charles T. Chase 
SECURITY AND SERVICE SINCE 1899 


the Record | 


i] 


For forty-four years, through wars, epidemics and depressions, the Home 
Life has continued its successful operations; 
Every liberal practice consistent with safety of policyholders’ funds has 


| 
| 
| 
| 
| 


Every eligible member of the family can secure a policy for every purse and 
purpose with premiums payable weekly, monthly, quarterly, semi-annually or 
annually to suit the policyholders’ convenience. 


THE HOME LIFE 


INSURANCE COMPANY OF AMERICA 
Executive Offices | 
PHILADELPHIA, PA. 


Secretary: Bernard L. Connor 
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—— Ariz, Los Angeles, Glendale and Oak- 
jand. He was accompanied to the Ari- 
zona and southern California meetings 
by George J. Cannon, executive . vice- 
— president; Earl Peirce, treasurer and Eu- 
gene P. Watkins, secretary. 
| ST 
Associated Agencies 
| 
| Gets State Mutual 
State Mutual Life has appointed a 
third general agency in Chicago, Asso- 
ciated Agencies. 
The agency has 
named Oscar S. 
Rome as director 
Pren- — of its new life in- 
les H. & surance division. 
Associated Agen- 
ss in- @ cies, one of the 
rning, @ largest insurance 
a pen- § firms in Chicago, is 
, pro- ® a consolidation 
second @ of Klee, Rogers, 
coop- § Loeb & Wolff, 
rneys, § Herrick, Auerbach 
ent of § & Vastine and Max 
ston. Robert Schrayer & 
. days Associates. Osear S. Rome 
spon- Mr. Rome shortly after graduation 
direc- § from Harvard in 1927 joined the Chi- 
cago group insurance department of 
Metropolitan Life. Since 1935 he has 
——= §f been associated with New England Mu- 
listrap, § tual and has consistently qualified among 
re his § that company’s top producers. 
Minne- Associated Agencies is the outgrowth 
Tobler, @ of insurance firms organized as early as 
Fran. § 1895. James I. Loeb is president, Allan 
xf the ™ | Wolff, secretary-treasurer and B. A. 
~ from § Auerbach, M. R. Schrayer, Elmo John- 
son and L. P. Warren, vice-presidents. 
f field Mr. Auerbach has been in the business 
ssisted § 86 years in Chicago, Mr. Loeb more than 
heads. 
fe 
1 addi 
aenti1An Insurance Authority 
al has ° 
agents Once Said: 
neeting ; 
led for | “Insurance Salesmen should never 
limit themselves to the sale of 
Life Insurance only and vice- 
al Life | versa.” 
wo-day 
Plas POSTAL LIFE offers you the 
OPPORTUNITY to take care 
of your prospects and policy 
holder’s problems completely. 
dent of 
yeen on L. H. G., one of our agents 
's meet added over $2000 to his 1943 
ith INCOME on his ACCIDENT 
veal & HEALTH business. 
Ses POSTAL LIFE offers LIFE, 
wi ACCIDENT, HEALTH and 
| HOSPITALIZATION con- 
tracts. Don’t overlook the op- 
portunity to earn these addi- 
wee tional commissions and re- 
newals. 
has | : , 
| Openings in MISSOURI, 
licy- | KANSAS, IOWA and NE.- 
BRASKA, 
and | 
y or | 
For information W RITE 
O. R. Jackson, Vice-President 
INSURANCE COMPANY 
“An Old Line Legal Reserve Life Insurance 
anor ia eral 
4727 Wyandotte St. Kansas City 2, Mo. 




















50. Mr. Auerbach was active in organiz- 
ing the Western Insurance Bureau. Mr. 
Wolff is past president and national 
councillor of the National Association of 
Insurance Agents, and past president 
-Chicago Board. Mr. Warren is president 
Chicago Insurance Agents Association 
and president Chicago Board. 

The Associated Agencies gave a dinner 
Thursday evening at the Standard Club 
to commemorate the new appointment. 
Among the speakers were N. P. Park- 
inson, Illinois insurance director; 
President George A. White of State Mu- 
tual and Raymond Frank, State Mutual 
general agent in Chicago. 

James I. Loeb presided at the dinner. 

R. H. Denny, director of agencies, and 
Arthur Sisson, advertising manager of 
State Mutual, were guests. 





RAY MARTIN ADVANCED 


Ray Martin, who has become well 
known to a great many insurance people 
during the several years that he has 
taken care of railroad accommodations 
for insurance groups and for individual 
insurance men, has been promoted to 
city ticket agent for New York Central 
in Chicago. Heretofore he has been pas- 
senger representative. 





UNION LEAGUE SPEAKER 


The insurance membership group of 
the Union League Club of Chicago an- 
nounces that the speaker Nov. 20 will be 
Ray S. Bass of Decatur, Ill., treasurer 
Staley Manufacturing Co., on “Sitting at 
the Side of the Insurance Buyer.” He 
is a director of the Risk Research Insti- 
tute, organization of prominent insur- 
ance buyers. He is also a director of the 
Mid-West Insurance Buyers Association. 
On Nov. 29 speaker will be Commissioner 
J. M. McCormack of Tennessee, who is 
president of the National Association of 
Insurance Commissioners. His subject is 
“What Is Insurance Facing?” 





Bankers Life Cashier Shifts 


C. O. Webb, cashier of the A. W. 
Wilson Omaha agency of Bankers Life 
of Iowa for many years, has been trans- 
ferred to Los Angeles as cashier of the 
M. D. Cramer agency. He is succeeded 
in Omaha by Miss Dorothy Landstrom, 
who has been his assistant. 





ASSOCIATIONS 


Mo. Conference at 
Jefferson City 


JEFFERSON CITY, MO.—The 1946 
annual meeting of the Missouri Asso- 
ciation of Life Underwriters will be held 
in St. Louis in May, the exact dates to 
be announced later, President Adam 
Rosenthal, manager Acacia Mutual Life, 
St. Louis, announced at the mid-year 
meeting of the state association here. 

Several N.A.L.U. representatives were 
here for a conference with state and 
local association leaders, including 
Herbert A. Hedges, Kansas City, former 
N.A.L.U. president; Philip B. Hobbs, 
Chicago, vice-president; and Jack Hilnes, 
Des Moines, national trustee. Local as- 
sociations represented included Jeffer- 
son City, Columbia, St. Joseph, Spring- 
field, Sedalia, Sikeston, Joplin, Mexico, 
Kansas City and St. Louis. 

Frank Trotter, Kansas City, chairman 
of the extension committee, said plans 
have been perfected for establishing a 
number of additional local associations 
in the state, which has been divided into 
15 membership districts. Frank Jackson, 
St. Louis, chairman of the committee 
on veterans affairs, announced plans for 
seminars on that subject. 

Plans for the Missouri Leaders Round 
Table also were announced at the mid- 
year meeting. To qualify as a charter 
member an agent must write and pay 








for at least $200,000 in 1945 or in the 
12 months ending March 31, 1946. 

The, Fellowship Banquet. was_ held 
commencing at 6:30 with Adam Rosen- 
thal acting as toastmaster. 





President Connell in Cleveland 


On his recent swing through the mid- 
west C. D. Connell, N.A.L.U. president, 


visited Cleveland, which will be host to 
the 1946 national convention. He was 
welcomed by .the trustees at. breakfast, 
and addressed about 350 members at a 
luncheon meeting. 

At the breakfast matters of. interest 
pertaining to activities of the local asso- 
ciation were discussed very frankly. 
Some very helpful suggestions were de- 
veloped, particularly along the lines of 
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T. future of James, ™ was “in the lap of fate” 


until his father's name was put on a Central 


Life 


prospect list. The case in favor of Junior's educa- 
tion and future security was ably stated in a pre- 
approach mailing, the insurance counsel's argu- 
ments were backed with irrefutable facts and a 
contract suited to the client's individual needs. 
A favorable verdict on the Juvenile plan didn't 
close the case. It was the starting of insurance 
selling that was extended to cover the entire 
family. Selling insurance at Central Life is a co- 
operative job, between company and agent. A 
complete and extensive advertising, direct mail 
and promotional program increases the prospect 


list and gives 


him strong support from the pre- 


approach stage straight through to the closed sale. 














LORAIN 


payrolls. . 


B. T. Kamins, Agency Vice-President 





where coal and iron meet — home of the 
world's largest pipe mill and the Great 
Lakes’ largest shipyard. Alliance Life in- 
vites you to inquire about its plan to build 
a general agency in this Ohio city of high 


Alliance & Life 


Insurance Company 
Executive office: 750 N. MICHIGAN AVENUE 
CHICAGO 11, ILLINOIS 


- QUALITY | 
REINSURANCE | 
SERVICE | 


Life 
Substandard 
Accident 
Disability 








R. E. Button, Reinsurance Secretary 
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OUR 40TH YEAR IS SETTING NEW RECORDS! 


November 19, 1945, the Indianapolis Life Insurance Com- 

pany will complete forty years of service. 

Our 40TH ANNIVERSARY YEAR is setting new records— 

—In GAIN OF INSURANCE IN FORCE—total in force 
now exceeds $151,000,000. 

—In GAIN OF ASSETS—total now exceeds $41,000,000. 

—In LOW LAPSE RATIOS—renewal lapse ratio for first 
nine months 1.55%. 


Business Increasing Since V-J Day 


New business has increased rather than decreased since V-J Day. 
OCTOBER WAS THE BIGGEST OF ANY OCTOBER IN THE 
COMPANY'S HISTORY! 


CAREER MEN — 

The Company has long been known as a builder of CAREER MEN. 
They are carefully selected and thoroughly trained. They become 
a happy part of a family-type relationship with Officers and Home 
Office personnel. 

THEIR AVERAGE EARNINGS ARE HIGH be. th SUC. 
CESSFUL, CAPABLE MEN. os lial 


Indianapolis ~ 
Life Insurance Company 


Indianapolis 7, Indiana 
A Quality Legal Reserve Mutual Company 


A. H. Kahler 
Second Vice-President co ea 


Supt. of Agencies 
General Agency opportunities still available, for men who can qual- 
ify, in a few choice cities in Indiana, Illinois, Ohio, Michigan, Texas, 
Minnesota and lowa. 


A. Leroy Portteus 
Vice-President 
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HIS FIRST MONTH’S CHECK 
WITH WESTERN WAS $1,118.89 


This was the reward of a new Western Life agent for his first 
months’ work in July, 1945. His record: 
Number paid applications—15 
Volume paid—$32,500 
Commissions paid in cash—$1,118.89 


The commissions paid do not include deferred first year com- 
missions, year-end bonuses for quality business, renewals, or 
Pension equity. Nor does it include any earnings on submitted 
volume not yet paid for. 


Skilled underwriters with the Western Life receive top pay 
and find it easy to solve insurance problems with modern and 
flexible forms and riders. 


To earn more you should know more about the Western Life. 


If You Can Qualify -- this earning-opportunity is still avail- 
able in some spots in California, Oregon, Washington, Montana, 
Idaho, Utah and Wyoming. 


WESTERN LIFE 


INSURANCE COMPANY 


HELENA Since 1910 MONTANA 
Assets $21,387,766 
Surplus to Policyholders $2,650,000 
R. B. RICHARDSON LEE CANNON 


President Agency Vice President 








educational activities and.a seminar pre- 
paring agents to give information on Na- 
tional Service Life Insurance and the 
G.I. bill of rights. 
At the luncheon 
presented the national quality awards to 
35 Cleveland men and discussed the true 
values of the life salesmen’s services. 





Buy Life Insurance to 
Save Money, Isgrig Plan 


_ “You can’t save money to buy life 
insurance; you’ve got to buy life insur- 
ance to save money.” 

Life agents must impress that point 
on their prospects, Glenn W. Isgrig, 
Cincinnati manager of Reliance Life, 
told the Dallas Association of Life Un- 
derwriters, speaking on “Selling Life 
Insurance as a Savings and Retirement 
Fund.” 


Savings to Spend, Keep 


“There are two kinds of savings,” he 
said, “savings to spend and savings to 
keep. Life insurance will assure the latter 
kind of savings, because you have to have 
a plan to save. Under the life insur- 
ance plan, the life insurance company 
creates the amount of money your pros- 
pect intended to save. His family gets 
not what he has saved but all that he 
intended to save. 

“You can’t sell policies, even if you 
have 1,000 different policies. If your 
shelves aren’t stacked with ideas, you 
haven’t one thing to sell.” 

President James D. Edgecomb pre- 
sented national quality award certificates 
to 15 Dallas agents. 





Indiana Association Starts 
Intensive Development 


Representatives of most local associa- 
tions in Indiana attended a meeting in 
Indianapolis of state and national lead- 
ers. The N.A.L.U. traveling caravan 
composed of C. D. Connell, New York, 
president; James Rutherford, executive 
vice-president; L. S. Broaddus, Chicago, 
chairman National association commit- 
tee on state associations, and national 
trustees John Moynahan of Chicago and 
E. A. Crane of Indianapolis spoke and 
took part in discussions. Lewis Petzol, 
John Hancock, Evansville, is president 
and presided. 

The Indiana association stands sev- 
enth nationally in membership and is 
planning a substantial increase in the 
year. The state has been divided into 
halves and Vice-president Robert Sines, 
Lafayette, and Edward Stinesberger, 
Vincennes, are generals in charge of the 
membership campaign. 

Earl Moomaw, Indianapolis, is state 
chairman of a special committee to help 
local associations in their plans to co- 
operate with other civic groups in aiding 
returning veterans. Hilbert Rust, R. & 
R., has been holding seminars for Indi- 
anapolis underwriters on this subject. 

J. R. Townsend, Indianapolis, educa- 
tional chairman, reported. The Purdue 
life insurance course originally was in- 
stituted by the state association in 1937 
and has developed to a place of national 
prominence. Prof. C. W. Beese of the 
technical extension division at Purdue 
attended and was introduced by Dr. 
George Davis of Purdue who has helped 
carry forward the insurance program. 

Indiana is planning a traveling sales 
caravan to visit three Indiana cities to 
hold a sales congress and bring the ob- 
jectives of the N.A.L.U. to the attention 
of members. Dan Flickinger, Indianap- 
olis, is chairman of a special committee 
on this project. The three cities to be 
visited are Evansville, South Bend and 
Indianapolis. 

A speakers bureau is being organized 
with Dan Query, Evansville, as chair- 
man. 





Brown Emporia Life Speaker 


Urban C. Brown, past president Kan- 
sas Association of Insurance Agents, 
spoke at the October meeting of the 


President Connell — 


‘14 at Oshkosh with Jack Nussbaum of 


on National Service Life Insurance and 
Emporia Life Underwriters Association 
what the life agents can do to assist the 
returning veterans. 





Bluefield, W. Wa.—President C. D, 
Rhodes reported on the radio program 
on veterans insurance which was broad- 
cast from Charleston. Plans for a semi- 
nar on veterans affairs Nov. 16 were dis. 
cussed, 

Steacy Webster, Pittsburgh, N.A.L.U. 
trustee, will speak Nov. 9. 

Charleston, W. Va.—A. R. Jaqua, pro- 
fessor of insurance marketing Purdue 
University, discussed “Recent Trends in 
the Life Insurance Business.” He said 
a substantial portion of total sales of 
life insurance is being written on lives 
of women and children although many 
companies were unwilling to accept in- 
surance on them until recent years, 
More business is being written on group 
and salary savings plans. 

Mr. Jaqua said that because of greater 
care of home offices in selecting and 
training field representatives, the life 
insurance business will have much bet- 
ter trained agents in future. He proph- 
esied that more life insurance will be 
sold in the next five years than in any 
preceding five year period. 

Special recognition was given to T. §. 
Holcomb for completing 25 years with 
Ohio State Life. Qality awards were 
presented to Francis Roller, Hymen Co- 
hen, and Alan Greenspon. 

Altoona, Pa.—Winston Emerick, New 
England Mutual, Johnstown, spoke on 
“Effective Speech.” Three members 
were presented with the national qual- 
ity award. : 

St. Louis—Earl M. Schwemm, Chicagi 


manager of Great-West Life, spoke 
Thursday on “Sales Ideas in Today's 
Market.” 


Detroit—Paul Speicher, R. & R. Serv- 
ice, discussed insurance as the poor 
man’s form of wealth. The 33 winners 
of the national quality award were pre- 
sented certificates by Fred Smart, Equit- 
able of Iowa. 

Memphis—Joseph L. McMillin, Mutual 
Life, N. Y., discussed freedom of en- 
terprise. 

Buffalo—A joint meeting with the Buf- 
falo C.L.U. was held with Irvin Bendin- 
er, New York Life, Philadelphia, as the 
principal speaker. C.L.U. designations 
were presented to four Buffalo men. 

Austin H. Feltus, John Hancock, has 
been named chairman of the veterans’ 
affairs committee, which will hold semi- 
nars Nov. 8 and 15. 

Minneapolis—Dr. W. RB. Bailey, econ- 
omist of Travelers, spoke on “What Is 
Ahead of Us Next Year?” 

Appleton, Wis.—George Potter, Lin- 
coln National Life, Madison, addressed 
the Fox River Valley association on 
“Simplified Programming of Life In- 
surance.” F. G. McNamara of Wau- 
kesha, chairman of the veterans’ affairs 
committee of the Wisconsin state asso- 
ciation, gave a report. A. L. Senderhauf, 
vice-president, presided. Quality awards 
were presented to three men. The next 
meeting will be a dinner session Det. 
Milwaukee speaking on “Business Life 
Insurance.” 

St. Joseph, Mo.—A discussion on “The 
Returning Service Man and His Insur- 
ance Problems” was led by Robert Al- 
bright, Veterans Administration repre 
sentative, who conducted a round table 
and answered many questions. Edwil 
A. Bird, New York Life, and Karl Vestle, 
Prudential, members of the veterans 
affairs committee, continued the discus: 
sion. There were 39 in attendance. 

Columbus, 0.—Wilbur W. Hartshort, 
superintendent of agencies of Metropoli- 
tan Life spoke on “Success Formula T0- 
day and Tomorrow.” 

Cleveland—At the Nov. 15 meeting 
President Henry Haiman ‘will present 
Quarter Million Dollar Round Table 
membership cards to Helen Rockwell, 
National Life of Vermont; Sophie Reich 
Lincoln National; B.’ Ruth Loehr, Lin 
coln National; and Ella Long, New York 
Life. 

Edward T. Walling, Detroit, educa 
tional director for Michigan of Reliant 
Life, Michigan, will speak on “Entht 
siasm Eliminates Competition.” 

Kansas City—“Successful Selling 3 
Easy” was the subject of a talk by W. & 
Niemann, Des Moines manager of Bank- 
ers Life of Iowa. 

The meeting of the women’s group was 
attended by 150 business women to heal 
Mrs. Marion Stevens Eberly of NeW 
York, director of the women’s division 
of the Institute of Life Insurance, 
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«Business Reckons With Women’s Point 
of View.” Mrs. Eberly also spoke before 
the University Women’s Club and the 
women’s Chamber of Commerce. 


southeast Kansas—The sales congress, 
originally set for Oct. 26 at Coffeyville, 
was postponed. F. C. Kirkpatrick, Trav- 
elers, Parsons, is program chairman and 
is now completing the program with 
Nov. 9 as the tentative date. 


Austin, Tex.—P. J. Rutledge, chairman 
of the committee on education, said com- 
mercial teachers of the Austin high 
schools are using “Life Insurance Dol- 
lars in Action” in the business educa- 
tion courses. Miss Mary Elizabeth 
Owensby, Allen Junior high school, ex- 
pressed her appreciation of the material 
supplied through the association. 

President Frank Moore presented a 
plague to J. H. Huddle of the Franklin 
Life industrial office, first industrial 
agent to qualify for the Industrial Lead- 
ers Round Table of Texas. Richard N. 


Lewis, vice-president of the Texas as- 
sociation, presented quality awards to 
four members. 

H. L. Bridgman, vice-president of 


Franklin Life in charge of the industrial 
department, spoke of the part the indus- 
trial man plays in insurance selling. 


Kansas—Harold Lunsford, Farmers & 
Bankers, Emporia, immediate past presi- 
dent, has been named chairman of the 
committee on veterans’ affairs. John S. 
Kerns, Northwestern Mutual, Pittsburg, 
heads the membership committee; Clar- 
ence Wetherton, Mutual Benefit Life, To- 
peka, legislation, and C. W. Cooper, Iola, 
extension. President Pendleton A. Miller, 
New England Mutual, Topeka, expects 
to organize at least four new local asso- 
ciations during the year, and boost the 
state membership to 600. Steps are be- 
ing taken to organize a Quarter Million 
Club. 


Toronto—L. L. Mackey, Home Life, 
Detroit, spoke on “Business Life Insur- 
ance.” He is a past-president of the De- 
troit C.L.U. chapter and Detroit Life 
Underwriters Association. 


Flint, Mich.—A veterans’ insurance 
seminar was held Tuesday, in line with 
a state-wide program recently promul- 
gated. 

The GeneSee county veterans’ counsel- 
ing center cooperated in conducting the 














is the way one leading insurance 
broker describes the cooperation 
and service which the USLife rend- 
ers to field men. “Prospects today 
demand speedy, efficient service, 
and your capable Home Office 
is certainly tops in both respects”, 
was his comment. 
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seminar. Leonard A. McKinnon, chair- 
man of the veterans’ affairs committee 
of the local association, was in general 
charge, with Griffin Stegall leading dis- 
cussion of the main features and bene- 
fits of government insurance. 


St. Louis—President Ralph D. Lowen- 
stein, Massachusetts Mutual, presented 
national quality award certificates to 11 
St. Louis agents. 

Mrs. Edna A. Webb, chairman of the 
women’s. division, presented Quarter 
Million Round Table membership cer- 
tificates to Mrs. Lucy W. Givens, Mas- 
sachusetts Mutual; Miss M. L. Krag, 
Equitable Society; Miss Ava Sweaza, 
New England Mutual; Mrs. Zelma Fisher, 
New York Life and Miss Vera A. Harmer. 

The association is preparing a booklet 
for distribution to members on Missouri 
laws as they pertain to life insurance. 


Toledo, O.—Bill A. Schauer, general 
agent of Penn Mutual in Detroit, spoke 
on “Investments.” 





Butler, Pa.—John C. Sheedy, supervisor 
or Reliance Life, Pittsburgh, addressed 
a noon meeting Oct. 4 on “For Better 
Performance.” 


Cedar Rapids, Ia.—The party put on at 
the invitation of the Chamber of Com- 
merce was a great success, bringing 
prestige and public acceptance to the 
association and its member. 

The talk given by Herbert A. Hedges 
of Kansas City, past president of the 
National association was of a type to 
build a favorable impression and accept- 
ance of what life associations have been 
doing throughout the country. This 
meeting was highlighted by much pub- 
licity. 

San Franciseo—Business opportunities 
now getting started were discussed by 
Ernest Ingold, father of the “post-war 
work pile” plan of the San Francisco 
Chamber of Commerce. 

Eleven agencies were awarded 100% 
membership certificates and quality 
awards were presented to 10 agents. Jo- 
seph Deitch, Barichievich agency Occi- 
dental Life, received the $50 bond pre- 
sented by the managers of several 
Metropolitan Life agencies for selling 
the largest volume of bonds in the last 
drive. Mr. Deitch sold more than 390 
bonds for a sum exceeding $150,000. Mrs. 
Borgina M. Dahl, West Coast Life, re- 
ceived the $25 bond contributed by the 
general agents and managers section for 
bond sales. 


MANAGERS 


Indianapolis General Agents 
Hold “Home Talent Panel” 


The General Agents & Managers As- 
sociation of Indianapolis featured a 
“Home Talent Panel” for discussion of 
timely topics. E. A. Crane, Northwest- 
ern Mutual, led a discussion on “Fnding 
the New Man;” R. N. Rafferty, Pacific 
Mutual, “Selling the New Man;”’ Ray 
Patterson, Penn Mutual, “Training the 
New Man;” C. Alden Palmer, R. & R. 
Service, “Mechanical Supervision of the 
New Man,” and H. E. Storer, Bankers 
Life, “Field Supervision of the New 
Man.” 

Members were asked to select mem- 
bers of their staff to submit to a test of 
the aptitude index which is being revised 
by the Sales Research Bureau. It is to 
be tried out in 50 local associations and 
Indianapolis has been given a quota of 
125 to take the test. Albert K. Kurtz of 
the bureau’s staff will visit Indianapolis 
Nov. 16 to conduct the tests. 











Chicago Dinner Expected to 
Become Annual Affair 


It is likely that the dinner which is 
to be tendered in the Edgewater Beach 
hotel Nov. 13 to the company agency 
officers attending the joint annual meet- 
ing of the Sales Research Bureau and 
Life Agency Officers Association by the 
Life Agency Managers Association of 
Chicago will become an annual affair. 
It is recalled the Life Agency Officers 
was organized at Chicago in a meeting 





EXECUTIVE 
‘INSURANCE 
ACCOUNTANT 


Our Company offers an exceptional opportu- 
nity to an executive insurance accountant. We 
are looking for a man to direct all our account- 
ing department activities, including preparation 
of Insurance Department and operating state- 
ments. 

This man should have had experience as chief 
accounting officer or assistant in a casualty and 
fire insurance company. The salary offered is 
excellent and in line with the responsibility of 
the position. 

If interested please furnish complete informa- 
tion as to qualifications and experience. All 
replies will be held in confidence and should 
be addressed to Raymond S. Mauk, Secretary, 


AMERICAN GENERAL 
Insurance Company 
Rusk Bldg., Houston 2, Texas 
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at the Edgewater Beach and never has 
had an annual meeting anywhere else. 
The Canadian companies are an im- 
portant part of the bureau and associa- 
tion and the dinner also will afford an 
opportunity to welcome them. 
The local committee in charge of ar- 


rangements is: R. R. Reno, Jr., Equi- 
table Society, chairman; B. C. Howes, 
Berkshire, and E. B. Thurman, New 


England Mutual. 

Freeman J. Wood, Lincoln National, 
president of the Chicago group, will be 
away for a time on a pheasant hunting 
trip. Mr. Thurman will be toastmaster 
and give a short informal welcome, with 
response by Grant L. Hill, vice-presi- 
dent and director of agencies North- 
western Mutual Life. 

There will be an address by Dr. Rus- 
sell Tomlinson, professor of voice cul- 
ture and speaking at Lake Forest Col- 
lege, Lake Forest, III. 





Siegmund Cites Army, 
Navy Selection Plans 


e 

Comm. W. H. Siegmund, Los Angeles 
general agent of Connecticut Mutual 
Life, speaking to the Life Supervisors 
Association of Los Angeles on “Obtain- 
ing New Men,” said that during the re- 
conversion period from war to peace, 
with thousands of men leaving the armed 
services and war industries, there is a 
greater opportunity to obtain new men 
than at any time since immediately after 
the first world war. 

In the light of his experience in the 
navy, he suggested that much of *value 
can be obtained from army and navy ex- 
perience as to qualifications or disquali- 
fication of men. The aptitude and intel- 
ligence tests which they have used 
proved beyond a doubt that some men 
were qualified for combat duty and some 
were hopelessly disqualified. In the 
same way, he said, screening has deter- 
mined and will determine to even a 
greater degree that some men are quali- 
fied to sell and some men haven’t any 
change of succeeding, particularly in the 
field of intangible selling to which life 
insurance belongs. 

“In employing the factor of selection, 
we must have sufficient exposure in 
order to to apply our judgment without 
prejudice. I believe that nearly all of us 
could streamline our sales talk to pros- 
pective candidates so that we could an- 
ticipate a prearranged reaction just as we 
do with our planned sales talks on any 
of our common plans of insurance today. 
If our sales talk is organized, accurate 
and designed to arouse a desire to inves- 
tigate our business thoroughly, we will 
have a much better ratio of results than 
under our often haphazard way of telling 
a man that he ought to enter the life in- 
surance business.” 





Cleveland Club Seminar 


The Executives’ Club of the Cleve- 
land Life Underwriters Association has 
planned a seminar for Nov. 13. 

Judd C. Benson, home office general 
agent of Union Central, will speak on 


“Agency Morale”; B. C. Thurman, as- 
sistant superintendent of agencies of Mu- 
tual Benefit, on “Improving Production 
of Established Agents,” and Ray Wertz, 
Michigan manager of Reliance Life, 
“Streamlined Recruiting.” 

The meeting will open with luncheon 
and continue throughout the afternoon. 
Members of the local supervisors’ club 
have been invited as special guests. 





Cleveland Cashiers Elect 


The Cleveland Cashiers 
has elected these officers: Samuel A. 
Paul, Penn Mutual, president; Marie 
Had, Guardian Life, vice-president; El- 
sie Garbler, John Hancock, secretary. 

The retiring president is Tessa Morri- 
son, Prudential. 


Johnston Minneapolis Speaker 


Thomas S. Johnston, Minnesota Mu- 


Association 





tual Life, addressed the Minneapolis 
Life Managers Association on “Recruit- 
ing.” 





Call Is Los Angeles Speaker 


President Asa V. Call of Pacific Mu- 
tual Life addressed the Life Insurance 
Managers Association of Los Angeles 
on “Some Economic Issues of Today,” 
making a plea for a free economic sys- 
tem as against a guaranteed one. 

Joseph Charleville, executive secretary, 
recalled that out of the eight years in 
which contests had been held for na- 
tional trophies, the local association had 
won the sweepstakes cup five times and 
the cup for Group 1 associations twice, 
this year being the second time. 

President W. K. Murphy, Northwest- 
ern Mutual Life, announced that at the 
next meeting Nov. 13 the program will 
be put on by a group from the Life Su- 
pervisors Association. 

Roy Ray Roberts reported on the ed- 
ucational situation, particularly as it 
concerns veterans affairs. 





Denver Group Elects Theisen 


At the annual meeting of the Life 
Agency Managers Association of Den- 
ver the following new officers were 
elected: Ralph L. Theisen, Northwest- 
ern Mutual, president; Mason K. Knuck- 
les, Mutual Benefit Life, vice-president; 
Taft Barrow, Occidental Life of N. C., 
secretary-treasurer; C. E. Childs, Min- 
nesota Mutual; T. G. Herbert, Guardian 
Lite: Vie V. Van Leuven, New York 
Life, and W. A. Barton, Prudential, di- 
rectors. 





Rust Speaks in Cincinnati 

Hilbert Rust, R. & R. Service, ad- 
dressed the Associated Life General 
Agents & Managers of Cincinnati on fu- 
ture problems and developments in life 
insurance selling. 


Ackerman Speaks in Hartford 


Laurence J. Ackerman, dean school of 
business administration University oe 
Connecticut, spoke to the Hartford C. L 
U. chapter. 








PROGRESS TOWARD AN IDEAL 


In tribute to Joseph Cullen Root, founder of the Woodmen of 
the World, a plaque has been unveiled at his tomb. 


Much progress toward the achievement of Founder Root’s ideal 
... building a society to promote Fraternalism along with sound 
insurance protection ... has been achieved since his death in 
1913. In these three decades, the Woodmen Society’s assets have 
been increased ten-fold; its growing membership, now exceed- 
ing 355,000, holds more than 400 million dollars of safe, sound, 
legal reserve insurance protection. 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBRASKA 








LEGAL RESERVE FRATERNALS 





Field Managers to 
Stress Juvenile 


Program for the annual meeting of 
the Fraternal Field Managers Associa- 
tion in Hotel Morrison, Chicago, Nov. 
27, was announced this week by N. K. 
Neprud, Lutheran Brotherhood, Minne- 
apolis, the president. 

There will be an evening session for 
election: of officers and consideration of 
business, but the program of talks and 
discussions on important field subjects 
will be held during the day. 

The entire program will be devoted to 
the theme “Future of the Fraternal Sys- 
tem through Juvenile Membership.” It 
will deal with methods of compensating 
field workers, junior club work, oppor- 
tunities for field people in selling juvenile 
insurance, soliciting members through 
the present membership. There will be 


panel discussions and comment from 
the floor. 
Farrar Newberry, president of the 


National Fraternal Congress, and head 
of Woodmen of the World, Omaha, will 
extend a greeting. Thomas O. Hertz- 
berg, field director of Fidelity Life, Ful- 
ton, IIl., is to speak on the main theme. 

E. W. Nelson, field manager of Na- 
Mutual Benefit, Madison, Wis., 
will discuss “Methods of Compensating 
Juvenile Field Workers,’ Mrs. Vivian 
Watkins, director of junior activities, 
Modern Woodmen; Rock Island, IIl., 
will take up “Junior Club Work and 
the Kind of Training We Should En- 


tional 


courage.” John C. Sciranka of Slovak 
Catholic Sokol, Passaic, N. J., is to 
speak on “Teen Age Memberships and 


Procuring and Holding This Business.” 

S. C. Holston, W.O.W., Omaha, is 
vice-president and probably will be ad- 
vanced to president. J. E. Little, Mac- 
cabees, is secretary-treasurer and past 
president. 


Modern Woodmen 
Field Men Meet 


Thirty state managers and 70 district 
managers of Modern Woodmen met at 
the head office in Rock Island, IIl., in 
annual conference. District managers 
earned the expense-free trip by their 
production records in a seven-month 
campaign. Directors also were present. 

J. H. Ryan, Providence, R. I., gained 
the title of “admiral” by leading all dis- 
trict managers, and in full uniform took 
part in a parade, riding in a duck boat. 


Mayor McKay presented him a key to 


the city. 
Other ranking officers of the “fleet,” 
named in the order they finished in the 


production list, were C. Martin, 
Princeton, IIl., vice-admiral; Harry H. 
Hoffman, Rock Island, “rear admiral”; 


B. S. McQuary, Dexter, Mo., “commo- 
dore”’; Ben Newman, Jacksonville, Fla., 
and W. L. Carmichael, Portsmouth, Va., 
captains, and J. A. Cobb, Chattanooga; 
Oliver Gwaltney, Gordonsville, Tenn., 
and William Hustedt, Marshfield, Wis., 
commanders. 

The district men presented applica- 
tions for $1,049,252 insurance to Presi- 
dent E. J. Bullard. Leading the group 
was Henry Brooks, Burlington, Ia., with 
$54,600. The leaders were presented 
plaques and merit awards by President 
Bullard at a banquet. 

Sessions were presided over by W. 
Cable Jackson, superintendent of agents, 
and among speakers, in addition to board 
members were Paul Speicher, R. & R., 
Indianapolis, and Dave Meacham, vice- 
president Hooper-Holmes Bureau. 





Johnson Manages Underwriting 


Gordon Johnson has been appointed 
acting chief underwriter in the medical 
department of Maccabees. He has had 
an executive post on the management 
and employe relationship committee at 


arn 


the head office in Detroit and also jg 
an officer in the Credit Union recently 
organized by the employes. 





Maccabees Names Williams 
and Helmick as Managers 


W. H. Williams, Jr., has been ap- 
pointed Alabama manager of Maccabees, 
succeeding R. W. Johnson. The latter, 
who for some time has managed Ala- 
bama and Florida, will concentrate on 
Florida. Mr. Williams for the last year 
has been president of the Quarter Mil- 
lion Club. 

W. H. Helmick was made West Vir- 
ginia manager, succeeding Ben Thomp- 
son, who resigned due to ill health. Mr, 
Helmick has been a top producer for 
some time, a charter member of the Pro- 
duction Club formed in 1937 and for 
three years member of the Million Club, 
He has been a district manager. 

Mr. Thompson will move to northern 
Michigan to recover his health. 





Milwaukee Convention Nov. 2] 


Catholic Family Protective will re 
sume its general conventions, having 
specific permission from ODT to hold 
a gathering at Milwaukee Nov. 21. This 
will be the 51st convention and in the 
society's 77th year. A banquet will close 
the meeting. 


Ward-Smith Ben Hur Actuary 


Kenneth Ward-Smith, Nashville, has 
been appointed actuary by Ben Hur 
Life, filling the vacancy caused by the 
death of Walter M. Curtis. Mr. Ward- 
Smith formerly was in the actuarial de- 
partment of Life & Casualty at Nash- 
ville before service with the 12th army 
air force in Italy as navigator of a B-2% 
bomber, with a record of 61 missions. 








Tenn. Congress Elects 


KNOXVILLE, TENN.—Helen Tate, 
Knoxville, was elected president of the 
Tennessee Fraternal Congress at_ the 
annual meeting here. H. C. Hubbs, 
Memphis, is vice-president; Mrs. Pearl 
I. Rhoads, Memphis, secretary-treasuret. 
Commissioner McCormack gave a talk, 
being introduced by J. B. Cobb, Davidson 
county clerk, representing Woodmen of 
the World. 





William Ruess of Cleveland, former 
regional adviser, chairman of the na 
tional board of auditors of Woodmen 
of the World, Omaha, and a _ national 
director for 34 years, died at the age of 
70. He resigned early this year. 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
six years old — $118,500,521 in 
force. Mortality experience 1944 
—39.16%. Rate of assets to 
liabilities—110.11%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force 


* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERH OOH} 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 
Herman L. Ekern, President 
608 Second Avenue So., Minneapolis 2, Minneso 


——t 














TS 


on ap- 
cabees, 
latter, 
d Ala- 
ate on 
st year 
r Mil- 





st Vir- 
‘homp- 
h. Mr, 
‘er for 
1e Pro- 
nd for 
1 Club, 


yrthern 


21 

ill re- 
having 
o hold 
. This 
in the 
1 close 


1 Tate, 
of the 
at the 
H ubbs, 
_ Pearl 
asuref. 
a talk, 
ividson 
men of 


formet 
he na- 
odmen 
ational 
age of 





on 
ur 





November 2,..1945- 


31 








aaa 


ales Ideas and Suggestions 


Effective Ideas Are Told in 
Chicago Regionals — 


About 80% of the benefits of life in- 
surance are paid to women and they, 
are buying a third of the policies now 
being sold and are a vital force in shap- 
ing the public opinion of today, Mrs. 
Marion Stevens Eberly, director of the 
women’s division of the Institute of Life 
Insurance, declared in talks at regional 
meetings conducted this week in three 
sections of Chicago by the Chicago As- 
sociation of Life Underwriters. 

She stated there has been greatly in- 
creased interest in life insurance in re- 
cent years among women, as is shown 
by the fact they are buying twice as 
much life insurance as before the war. 
They are especially interested in dove- 
tailing their life insurance with social 
security. 

“No business, however good it is, can 
have complete public approval unless 
women appreciate the part it plays in 
our social economy,” she concluded. 


Social Security Talk 


A number of Chicago life insurance 
leaders took part. Francis P. Clish, dis- 
trict manager of John Hancock, said the 
progressive agent is making social se- 
curity an integral part of his story, for 
around it are being built new, powerful 
sales and service messages. This will 
help to sell millions of additional insur- 
ance. 

Agents had better learn to do this 
because social security is here to stay, 
he said. 

“Life insurance is the father of so- 
cial security, and as such it is vitally in- 
terested in seeing to it that the plan 
functions effectively for the best inter- 
ests of our people.” 


GI’S Inspired Address 


An inspiring talk by a returned GI 
was given by John A. Calfa, agent of 
the DePau agency of Prudential, who 
was a hospital corpsman and_ broke 
down under the strain of what he saw 
in service. 

He began on debit with Prudential in 
May, 1942, and resumed with the rate- 
book after discharge. He has qualified 
for the Illinois Round Table of quarter 
million dollar producers and has made 
$120 of industrial increase and sold 
$75,000 of paid-for ordinary. 

Mr. Calfa said he listened to the words 
of dying men who regretted that they 
had not completed their plans for their 
families and vowed that if he ever be- 
came a civilian he would try to do some- 
thing about it. 


Proposes Service Oath 


Speaking in the third person about 
himself, Mr. Calfa said, “Fortified with 
all he had seen, he began to complete 
those vows, to all the men and women 
whom he had contacted.” He said the 
medical profession has its solemn “Oath 
of Hippocrates”, and he believes there 
should be an oath for life insurance 
agents to this effect, “Although I cannot 
heal the sick, I swear that I will do my 
utmost to mend the broken minds, to 
heal the broken souls and to complete 
the broken plans, through life insurance, 
So help me God.” 


Talks on Associations 


Functions and setup of the National, 
State and local associations were de- 
scribed by L. S. Broaddus, manager of 
Guardian Life, past president Illinois as- 
Sociation and now chairman of the Na- 
tonal association committee on state and 
Tegional activities and member of the 


| federal legislation committee. 


He said that while there are 38,220 


local association members in the country 
there are only 426 members of the Na- 
tional association, these being the local 
associations. There are, however, more 
than 1,000 votes in the national council 
which elects the officers and trustees. 
Agents who criticise to their custom- 
ers the character and methods of other 
agents are spreading bad public rela- 
tions which will react upon them, Joy 
M. Luidens, executive secretary Chicago 
association, warned in a talk. Disparag- 
ing remarks by any one in the life 
insurance business about any other part 
of it undermine the whole institution. 


Need Sustained Effort 


“Tt takes sustained educational effort 
to keep ahead of the public,” she said. 
“In many instances life insurance will 
be the largest part of a man’s estate, and 
he wants to and should grasp the sig- 
nificance of it and know something of 
its operations. 

“The entire insurance fraternity should 
be most interested in increasing the pres- 
tige of each single agent in the business, 
and to provide the means through which 
this prestige can be merited.” 


Talks on Veterans’ Affairs 


Should the same lapse rate occur on 
National Service Life Insurance as on 
the war risk life insurance which was 
issued during the other world war, there 
would be a loss to the returning veteran 
of over $125 billions of protection, W. 
C. Peck, manager Reliance Life and 
chairman of the veterans affairs commit- 
tee of the Chicago association, declared. 
He said this would amount to more than 
all the ordinary life insurance in force in 
all private companies in the United 
States. He said life men will not permit 
this to happen for it is their job to con- 
serve every possible dollar’s worth of the 
protection. He urged the agents to at- 
tend a seminar on veterans’ affairs to be 
held Nov. 15 in the Chicago Board audi- 
torium at which authorities will give 
information about rendering service to 
the returning veterans. 

Mr. Peck noted that the war risk in- 
surance aggregated $39,606,745,000 with 
an average policy of $8,700 and a lapsa- 


tion of over $37 billion, while the NSLI 


total is over $137 billion. He said the re- 
turning veterans spend little time at sep- 
aration centers in finding out what they 
should do about NSLI because they are 
eager to get home and back into civilian 
life. Therefore the real burden of in- 
forming them will fall upon life agents. 


Cook Casts Eye Ahead 


Paul W. Cook, general agent Mutual 
Benefit, a million dollar producer, said 
in respect to the life insurance market 
this year and thereafter that every major 
social and economic trend has accen- 
tuated the need for life insurance and 
made it easier to sell. The public has 
come to a new concept of the life in- 
surance agent, he said. Insurance for 
some time was pretty well accepted but 
the life agent was not. 

Now through the .educational and 
war work that he has done, his C.L.U. 
studies, and so forth, the agent is catch- 
ing up with the life insurance institution 
in public esteem, Mr. Cook said. C.L.U. 
is turning his business into a profession. 
He has come to be greatly respected by 
the business community for the war 
bond selling, the effective way he did 
it and the leadership he demonstrated. 


Predicts Period of Prosperity 


Mr. Cook said the country faces five 
to 10 years of active prosperity, with 
general optimism. The people will think 
their life value is real and their business 
is worth money, so they will buy life- 
time insurance instead of short term en- 
dowments. He sees stronger emphasis 
on group plans and business insurance. 
Also there is the newer idea of property 
and saving for income by using the an- 
nuity principle. These trends make scien- 
tific programming necessary; use of the 
social security approach, pension plans 
and so forth. 


Other Speakers 


Other speakers were Paul Allen, 
Evans agency of Metropolitan, Wauke- 
gan, on merchandising methods; Paul 
Speicher, managing editor R. & R. Serv- 
ice; Earl M. Schwemm, Great-West 
Life manager, on “Present Day Mar- 
kets” and Louis Behr, general agent 
Equitable Society, on programming and 
prospecting. 

Hans A. Franke, Ohio State Life man- 
ager, and Adolph J. Perlmutter, Pru- 
dential, were co-chairmen. 





Prospecting Calls for 


Physical Activity 





NASHVILLE—Prospecting is a physi- 
cal activity rather than a thought proc- 
ess, W. Almon Lonsford, director of 
agencies industrial department, Com- 
monwealth Life, pointed out before the 
Nashville Association of Life Under- 
writers. 

Prospecting is a process of pre-selec- 
tion, a findiag of probable buyers from 
among possible buyers. “You talk to 
1,000 persons and interest 150 to 200 in- 
stead of 15 people out of 1,000 under the 
old procedure,” Mr. Lonsford said. 

“It is considered that an agent should 
spend 95% of his time in prospecting, 
but too many of them devote about 5%. 
The successful agent will set a volume 
goal for himself and set his prospecting 
pace to reach that goal. How many 
sales does he want to make? How much 
business will be required to give him the 
income that he desires? Say he sets a 
goal of $150,000 for the year, in a ter- 
ritory where the average policy is $1,500. 
Thus he would have to make 100 sales to 
reach $150,000 in a year. To make the 
100 sales you will probably need 300, one 
for each working day of the year, quali- 


fied, triple-A prospects, who are able to 
buy insurance and will listen to you. 

“Keep your eyes wide open and de- 
velop a nose for prospects. Look for 
people who have experienced a change 
in circumstances that increases their 
need for-insurance or their ability to 
pay. You can have a lot of people work- 
ing for you, helping you to find pros- 
pects with a change of circumstances. Be 
ready to ask leading questions that will 
help these sources to call to mind for 
you the names of new home purchasers, 
new parents with mortgages, etc. Culti- 
vate all your prospect sources and be 
sure that you give them a sample of your 
sales talk and evidence of your ability to 
sell any prospect that they give you. 
Those whom you interview will have a 
tendency to give you names of persons 
beneath their station in life. Watch this 
tendency and overcome as much as you 
can.” 

Cold canvassing has its limitations but 
is still useful, Mr. Lonsford asserted. 
“Do a little every week. It will help you 
and sharpen your wits. The agent who 
develops the ability to meet any situa- 
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Noted Economists 
at Chicago C.L.U. 
Conference Nov. 13 


Noted economists have been secured 
as speakers before the third annual eco- 
nomic conference of the Chicago C.L.U. 
Nov. 13 in the Hotel LaSalle. Attorneys, 
bankers, manufacturers,-and others have 
been invited to attend. 

Speakers are James F. Stiles, Jr., of 
the U. S. committee of the National As- 
sociation of State Chambers of Com- 
merce, vice-president of the Abbott Lab- 
oratories, Chicago; Dr. Rueben G. Gus- 
tavson, vice-president University of 
Chicago, formerly of University of Colo- 
rado, and Dr. John K. Langum, vice- 
president Federal Reserve Bank of 
Chicago, economist and research expert. 

Mr. Stiles is president-elect of the IIli- 
nois Chamber of Commerce and has just 
returned from a hearing before the 
House ways and means committee in 
Washington. 

The subject for the conference -is 
“Taxes, Finance, Atomic Power and 
Their Place in the Post-war Economy.” 

Dr. Stiles will talk on “The Post-war 
Tax Program”; Dr. Gustavson on the 
effect of the discovery of atomic energy 
on the future economics of the U. S. 
and the world; Dr. Langum on the post- 
war credit and currency. 

The conference will run from 1:45 to 
4 p.m. C. E. Lindstrom, Travelers, 
chairman of the chapter’s special events 
committee, and Dave Dawson, Home 
Life, N. Y., program chairman, are han- 
dling arrangements. 








St. Louis Economic Forum 


An economic forum will be conducted 
Nov. 20 under the joint auspices of the 
St. Louis C.L.U. chapter and Missouri 
Association of Certified Public Account- 
ants. Lecturers will include Percy W. 
Bidwell of the Council of Foreign Cor- 
porations, Inc., and Father Brown of 
St. Louis University. 


Orr to Visit Los Angeles 


The Los Angeles C.L.U. chapter has 
postponed its business insurance panel 
discussion to Nov. 21, when Clifford H. 
Orr, president American Society of 
C.L.U.. will be the honor guest. It will 
be a dinner meeting. 





Dean Ackerman Is Honored 


L. J. Ackerman, dean school of ‘busi- 
ness administration of University of Con- 
necticut; was honored at a dinner by the 
Hartford C.L.U. chapter and presented 
a scroll in appreciation of his long ef- 
forts in behalf of study programs in Con- 
necticut of the American College. W. S. 
Pratt, chapter president, made the pres- 
entation. Dean Ackerman discussed the 
present and future of professional educa- 
tional trends in life underwriting. 


Oklahoma City Courses Start 


The Oklahoma City C.L.U. has started 
the.C.L.U. courses. Percy A. Trezise, 
manager of the Massachusetts Protective 
companies, is instructor in life insurance 
fundamentals. H. Dorsey Douglas is 
instructor in section D. 











tion, to face any type of person that may 
be on the other side of a door finds cold 
canvassing a pleasure. Any agent can 
consult his own records and give exam- 
ples of small policies written by cold 
canvassing that later developed into big 
policies.” 
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Medical Research 
$3 1-2 Million Fund 


(CONTINUED FROM PAGE 1) 


search has been less per death in this 
field than for any other of the principal 
diseases.” 

Recommendations for allocation of 
the funds will be made by an advisory 
council consisting of eight distinguished 
medical men, all connected with medical 
schools of universities: Dr. Francis G. 
Blake, dean of Yale Medical School, 
acting chairman; Dr. Ernest W. Good- 
pasture, Vanderbilt University; Dr. A. 
Baird Hastings, Harvard University; 
Dr. Eugene M. Landis, Harvard Uni- 
versity; Dr. Robert F. Loeb, College of 
Physicians and Surgeons, Columbia Uni- 
versity; Dr. C. N. H. Long, Yale Uni- 
versity; Dr. Seeley G. Mudd, University 
of Southern California; Dr. C. J. Wat- 
son, University of Minnesota. 

A committee of four life insurance 
medical directors has been appointed to 
cooperate with the advisory council and 
the fund’s directors, to acquaint the 
council with problems of particular in- 
terest to the business of life insurance 
and to bring information to their or- 
ganizations about the work of the fund. 
This committee consists of two ap- 
pointed by the Association of Life In- 
surance Medical Directors, Dr. William 
Bolt, medical director New York Life, 
and Dr. Harry E. Ungerleider, asso- 
ciate medical director Equitable So- 
ciety; and two appointed by the Med- 
ical Section of the American Life Con- 
vention, Dr. J. Bowman, medical 
director London Life of Canada, and 
Dr. John B. Steele, vice-president and 
medical director Volunteer State life. 


Directors of New Project 


Directors of the fund are: Mr. Linton; 

. E. Bixby, president Kansas City 
Life; Asa V. Call, president Pacific Mu- 
tual Life; Col. Franklin D’Olier, presi- 
dent Prudential; Leroy A. Lincoln 
(vice-chairman), president Metropolitan 
Life; James Lee Loomis, chairman Con- 
necticut Mutual Life; C. F. O’Donnell, 
president Southwestern Life; T. : 
Phillips, president Minnesota Mutual 
Life; George Willard Smith, president 
New England Mutual. 

Cooperative action by the life insur- 
ance companies to support medical re- 
search may appropriately be called a 
“natural,” Mr, Linton pointed out. No 
other business is more interested in the 
prolongation of human life and reduc- 
tion in mortality not only reduces the 
cost of insurance to policyholders but 
at the same time serves them by length- 
ening their lives. 

Individual companies find it difficult 
to determine how to apply possible re- 
search funds so that they will do the 
most good. Very few companies have 
the personnel to sift applications for as- 
sistance, or the resources to accomplish 
much in the support of research proj- 
ects. Obviously the approach to the 
problem should be cooperative, thus as- 
suring an adequate fund and making it 
possible to obtain the services of quali- 
fied medical men to recommend the al- 
locations of funds to specific projects, 
he said. 

Results May Be Delayed 

“What, for example, are the basic 
causes of rheumatic fever, high blood 
pressure, and hardening of the arteries?” 
Mr. Linton asked in explaining the re- 
search project. “Once light is thrown 
on these questions, a great advance will 
have been achieved. At the same time 
it must be recognized that with funda- 
mental research of this character results 
will probably be delayed. In other 
words, it would probably be pure luck if 
something of basic importance should be 
discovered in the very near future. We 
must therefore be patient and not too 
eager for immediate results in return for 
our outlay.” 








Interstate Life & Accident of Chatta- 
voter recently began operating in Flor- 
ida. 


Again Plow Into 
Federal Issues 


(CONTINUED FROM PAGE 2) 


recalled that the federal moratorium on 
the Sherman, Robinson-Patman and 
other acts runs out Jan. 1, 1948. It 
is unwise, say the insurance people, 
to rush the proceedings for the benefit 
of the handfal of states whose legisla- 
tures go into session next year. Some 
felt the federal legislation committee 
should not have called a hearing until 
the all-industry committee was ready to 
submit its final report. 

Harrington, during the Forbes com- 
mittee hearing, expressed impatience be- 
cause the industry interstate rating com- 
mittee pleaded inability to suggest spe- 
cific legislative language until the phrase- 
ology of the underlying rating laws is 
known. The Massachusetts commhis- 
sioner charged that this was simply an- 
other of a series of excuses for dodging 
the. promulgation of definite and final 
proposals and contended that the time 
had arrived when the commissioners 
should take matters in their own hands 
and devise legislation of their own 
stamp. 


Hinges on Sherman Act 


Again Monday morning before censor- 
ship was applied, it was brought out that 
certain associations are not prepared to 
accept legislative proposals dealing with 
the Robinson-Patman, Clayton and FTC 
acts until it is known what the Sherman 
act solution is to be. The industry 
people insist that they are religiously 
seeking to brirg about a final position 





‘and there is no stalling. The various 


problems involved, they say, are so in- 
terrelated that the solutions can’t be ar- 
rived at in insular fashion. 

John M. McFall, United States Fidel- 
ity & Guaranty, reported as chairman of 
the Robinson-Patman subcommittee; 
Dave Satterfield, Life Insurance Asso- 
ciation of America, FTC act; J. R. 
Berry, National Board of Fire Under- 
writers, Clayton act; Ray D. Murphy, 
Association of Casualty & Surety Ex- 
ecutives, Sherman act. 


Legal Moves in Ohio 
Premium Tax Cases 


The state treasurer and superintendent 
of insurance of Ohio have filed in the 
common pleas court at Columbus their 
answers to the suits filed by 12 insur- 
ers earlier in the year to compel the 
treasurer to segregate the premiums 


taxes paid by the companies under pro-. 


test and for the recovery of the money 
paid. The answers are in the nature of 
a general denial and maintain +that the 
insurance activities as alleged in the 
petition are not interstate commerce 
under the constitution of the United 
States. Former Gov. John W. Bricker is 
assisting the attorney general in fight- 
ing the cases. The suits were filed by 
Connecticut General Life, Pacific Mu- 
tual,Phoenix Mutual Life, Massachusetts 
Mutual Life, Prudential, Bankers Life, 
Central Life of Iowa, American Fire, 
Equitable Life of Iowa, Gulf, Atlantic, 
and American Indemnity. 

The attorney general of Ohio has 
consented to a three-judge federal court 
hearing the suits instituted by the Aetna 
Fire companies against the Ohio insur- 
ance department, to enjoin it from re- 
voking their licenses. The group has not 
paid the 244% premium tax, attacking 
constitutionality of the tax in the suits. 
Two district judges and one circuit 
judge will hear the cases. The date for 
hearing has been set as Dec. 8. The 
Aetna companies obtained a temporary 
restraining order enjoining the depart- 
ment from revoking the licenses. It is 
contended that the tax is discriminatory 
because it is not levied on Ohio com- 
panes as on foreign companies. What- 
ever the outcome, the case is expected 
to be carried to the U. S. Supreme Court. 


John Holmes Postpones 
Leave Taking in Montana 


John J. Holmes has set forward the 
date of his resignation as insurance 
commissioner of Montana, at least until 
after the annual meeting of the National 
Association of Insurance Commissioners 
at Grand Rapids Dec. 2-5. He will prob. 
ably remain on the job until Jan. 1. 

This became known when he returned 
to Helena from Denver where he went 
to familiarize himself with his new job of 
production manager of National Farmers 
Union Automobile & Casualty. Mr, 
‘Holmes stated that he feels an obliga. 








tion to remain in the commissioner’s of. 
fice until a program is worked out that 
he can recommend, to conform the state 
laws to the S.E.U.A. decision and pub- 
lic law 15 and be sure that the premium 
tax revenue of the state is protected. 
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) Notary Public. 
My commission expires Sept. 27, 1945. 
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the habit of success 


fanage- 
by the 
912, and 


> Insur- 
at Chi- 


linois, 
Cook, 


Life would be tough, wouldn’t it? 
— without habit. 


and for 


For example, except for habit it would be 
practically impossible to get up 
at seven-thirty and catch the eight-ten. 





Imagine trying to remember how you 
hold the razor to shave your upper 


editor, lip. Or how to wriggle into your shirt. 


srwriter Or how to tie your shoes. 
ston, Il 
twright, 


Habit has made dressing a rapid and 


ge, Cin- 





successful process. 


At John Hancock we have found that habit 

can do a lot to help in the selling of 

life insurance. That the development of certain 
selling habits makes the day run more 

smoothly — and the returns a little more certain. 


This discovery has been especially helpful 
to men who are new in our ranks. 
* 
EIGHTY-TWO YEARS OF GROWTH 
* 


INSURANCE IN FORCE DECEMBER 31, 1944 
. $6,803,793,028 
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"hey never lost a game (except one 


USED to admire this picture more than any 
I other picture in the house. 

You could have your prints and your etchings 
and your water colors, and even our one beauti- 
ful oil of great-aunt Julia... I’d take this fading 
chromo of the greatest team that ever played at 
State. You see, my dad was third from the left, 
middle row. 

Sure enough, when I was home last summer, 
sleeping once more in my old room, with all my 
pennants and pictures still on the walls... I saw it 
again! This picture of the team that never lost a 
game. And I fell to speculating about it, and won- 
dering what ever happened to that group of super- 
men who were the idols of my youth. My dad 
would know. Ever since his retirement, he’d been 
doing class research for the alumni association. 


Dad hum-f-f-ed rather sadly. ‘I hate to do this 
to you, Ned,” he said, “but out of seven survivors 
only two can afford to retire today with any kind 
of peace of mind. I’m afraid the same thing applies 
to almost any group of ten or fifteen men over an 
equal span of years.” 

That one little speech of dad’s did more to sell 
me an adequate life insurance program than any- 
thing else he ever said. So I really went into it, 
for if any man likes freedom and independence, 
I do. And I’m not trusting to chance either, to 
protect my loved ones and myself. I’m trusting 
to Northwestern Mutual. 


WHY NORTHWESTERN MUTUAL 


The difference between life insurance companies 
is of vital importance when planning or buying 


the kind of independence that only life insurance 
brings. Be sure to do these two things: (1) see 
your Northwestern: Mutual agent and let him tell 
you what that difference means to you; and (2) 
talk with any ofour policyholders, for no com- 
pany excels Northwestern Mutual in that happi- 
est of all business relationships —- old customers 
coming back for more. 


The Northwestern 
Mutual eileeaiian 


Life Insurance Company 
MILWAUKEE 2. WISCONSIN 


This advertisement appeared in The Saturday Evening Post 





